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New England Mutual’s Coordinated Estate 
plan is time-tested as well as field-tested. It has long 
demonstrated that it merits the enthusiasm with 
which our men use it. For example: 

One New England Mutual agency worked 
out 39 Coordinated Estate programs. These cases 
required an average of 4 hours, 45 minutes each. 


Result: 2 Sates Out or Every 3 PROPosALs 
AVERAGE SALE: $18,710 


This company’s sales tools are kept up-to-date 
so they always have the finest possible “cutting 
edge.” Pictured above is the newest version of our 
Coordinated Estate- kit, which was presented to 
our field force this fall at seven regional meetings 
from coast to coast. 

New England Mutual produces sales material 
the year ‘round . . . to help our men tum a higher 
percentage of their calls into more profitable sales. 
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MONY ADS Go Everywhere! 
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Salem, Oregon... Schenectady, New York . . . Waterloo, 
lowa or Norfolk, Virginia —wherever the MONY Underwriter 
works, Mutual Of New York advertising in leading national 
magazines reaches his prospects! 





Big town, little town, East, West, North or South—the MONY 
Underwriter is backed up by strong, straightforward sales 
messages in the publications his best prospects read. No wonder 
he can walk up to any door with such complete confidence! 
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“FIRST IN AMERICA” 


The Mutual Life Insurance Company of New York 
Broadway at 55th Street, New York, N. Y. 


eee eT an aes 


CONTE 6.6 cid veicins Cloudy 
Orange flashing....... Rain 
White flashing ....... Snow 


sy 

Ber 

es WEATHER STAR SIGNALS ON 
UTUAL UF NEw Tork ( ae 


Fo! 
Lif 


N.. 
Lid 
Tin 
NEV 
group 
per li 
annua 
but ne 
ula tl 
Nation 


Ameri 
Insura 





souri | 
Mr. 
nition, 
limitat 
states 
portan 
of gro 
have t 
outside 
rather 
he saic 
limit it 
Sket« 
commi 
tion of! 
sized tl 
toward 
not in 
what r 
their 
anti-co 
panies 
A gr 
as to v 
in pror 
Beers. 
seeking 
state, ¢ 








THE NATIONAL UNDERWRITER Life Insurance Edition. P 


No. 50, Friday, December 12, 1952. $6.00 per year (Canada $7.00, Foreign $7.50). 25 cents per copy. 
March 3, 1879. 


ublished weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U.S.A. 
Entered as second class matter June 9, 1900, at the post office at Chicago, Ill., under Act of 


56th year, 








a5 | 




















wi FE 
INSURANCE 
EDITION 


FeNATIONAL 
UNDERWRITER 














——— 


Bare Group Term 
Formula at NAIC 


Life Committee Meet 


N.A.L.U., A.L.C., L.LA. Back 
Lids of $20,000 or 112 
Times Annual Salary 


NEW YORK—A statutory limit on 
group term life insurance of $20,000 
per life or one and one-half times 
annual salary, whichever is greater 
but not to exceed $40,000, is the form- 
ula that the special committees of 
National Assn. of Life Underwriters, 
American Life Convention and Life 
Insurance Assn. of America have 
agreed to seek. 

This was disclosed at the meeting 
here of the life committee of National 
Assn. of Insurance Commissioners. 
The A.L.C. committee report was 
adopted by its executive committee 
Monday. L.I.A. directors adopted its 
committee’s report later in the week, 
after the N.A.I.C. life committee had 
met. 

Henry S. Beers, vice-president of 
Aetna Life, chairman of the A.L.C. 
committee, led off at the N.A.I.C. com- 
mittee’s discussion of the proposed 
limit. Superintendent Leggett of Mis- 
souri presided. 

Mr. Beers said the model group defi- 
nition, including the $20,000 per life 
limitation, had been adopted by many 
states but by no means all of the im- 
portant industrial states, where a lot 
of group is written. Various influences 
have thwarted it, some of them from 
outside the insurance business. A 
rather startling reversal of the trend, 
he said, was the repeal of the $20,000 
limit in New York. 

Sketching the activities of the three 
committees appointed at the sugges- 
tion of N.A.L.U., Mr. Beers empha- 
sized that all their deliberations looked 
toward legislative activity and were 
not in any way designed to determine 
what rules companies should adopt on 
their own. He expressed doubt that 
anti-compact laws would permit com- 
panies to get together for that purpose. 

A great deal still has to be decided 
as to what procedure is to be followed 
in promoting this legislation, said Mr. 
Beers. He opined that rather than 
seeking immediate enactment in every 
state, each state should be considered 
individually in the light of conditions 
prevailing. 

“Our general feeling,” he said, “is 
that we would like to do something 
pretty soon, especially in states having 
no limits.” 

Incidentally, in this connection it 
should be noted that N.A.L.U. is not 
in favor of modifying the existing limit 
in those states having a flat $20,000 
ceiling. 

Mr. Beers said that in New York 
the extraterritorial effect of New York 
laws must be considered. He said he 
Supposed that was the reason the 
$20,000 limit was repealed here. He 
expressed the hope that life committee 
would see fit to work with the industry 
committees through a subcommittee 
or by whatever means the committee 
might see fit. 


C. Manton Eddy, vice-president of 
(CONTINUED ON PAGE 22) 


CIO Asks Appeal, 
Reargument in 
Expense Limit Suit 


NEW YORK-—Insurance & Allied 
Workers Organizing Committee, CIO, 
has filed notice of appeal and also 
moved for a reargument in connection 
with its suit against John Hancock 
and Superintendent Bohlinger of New 
York aimed at determining whether 
sections 213 and 213-a restrict com- 
pensation arrived at through collective 
bargaining. 

The chances that Judge Gavagan of 
the New York supreme court will 
grant permission for reargument are 
extremely slight. The practical value 
of the appeal move is considerably 
affected by the fact that the union’s 
present contract with the Hancock 
runs only till next April. 

Briefs in support of the appeal have 
not yet been prepared. 

The motion for reargument is based 
on the contention that although Judge 
Gavagan told the union to go ahead 
and bargain with the Hancock he did 
not implement this statement by order- 
ing that this be done but instead dis- 
missed the case. The union emphasizes 
that Hancock refused not merely to 
grant an increase but refused even to 
discuss it, on the ground that it would 
not be permissible under the New York 
law’s limitations. 


The union makes the point that if 
it cited the Hancock to the national 
labor relations board and the company 
stated that it could not raise pay be- 
cause of the New York law, the NLRB 
would take no action, since adminis- 
trative agencies do not interpret state 
laws but leave their interpretation to 
the courts. 

The union also contends that it was 
not testing the constitutionality of sec- 
ions 213 and 213-a but was seeking a 
determination whether the law applied 
to compensation resulting from collec- 
tive bargaining, it being the union’s 
position that the national labor rela- 
tions act overrides state statutory 
limitations on compensation agreed 
upon through collective bargaining. 

The union’s second major point is 
that in any event it should be per- 
mitted to amend its original complaint 
so as to clear up any points that may 
have seemed unclear. 





Tax Court Moves to Keep 


Hobart-Oates Case Open 


WASHINGTON—Petition for review 
of the federal tax court’s decision in 
the Hobart & Oates case has been filed 
with circuit court at Chicago. Internal 
revenue people, however, say this does 
not necessarily mean the appeal will 
be actively prosecuted. But it was 
necessary to file by Dec. 5 a “protec- 
tive appeal.” 

If it is decided by Department of 
Justice and internal revenue officials 
to follow through, the former will 
brief the case and prepare for oral 
argument on it. 





Life & Casualty, owner of Radio Sta- 
tion WLAC, at Nashville, has applied 
to the FCC for permission to build a 
television station there. National Life 
& Accident owns and operates Nash- 
ville’s only TV station. 
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FLUEGELMAN AT L.!. A.A. 


Asks Coordinating 
Unit for Home Office, 
Agency Relations 


Top management of life insurance 
should develop a closer understanding 
with its agency forces, David B. Flue- 
gelman, Northwestern Mutual Life, 
New York City, president of National 
Assn. of Life Underwriters, averred 
at the annual meeting of Life Insur- 
ance Assn. of America in New York 
City. 

Top management often is accused of 
living in ivory towers, Mr. Fluegelman 
said, but this he credited to lack of 
understanding by those on the firing 
line of the messages from the execu- 
tives. 





“It would be wise for management 
to concern itself to a greater extent,” 
he said, “with the thinking of its 
agents. Are we selling the right prod- 
uct? Are we making the necessary ad- 
justments in accord with the chang- 
ing philosophy of the buying public? 
Are we concerned with styles and 
prices to the same extent as exists in 
other competitive businesses? It is not 
as important for agents to know the 
rates and policies in their particular 
company as it is essential that they 
convey to the public the true signifi- 
cance of this great institution of life 
insurance.” 

Stressing the importance of the agen- 
cy force to the business, Mr. Fluegel- 
man said, “I recognize that small vari- 
ations in the interest rate earned on 
securities may mean the difference be- 
tween profit and loss in an individual 
company. However, without a success- 
ful and happy agency force, there 
would be no need of concerning your- 
selves with the investment aspects of 
the company; there would be no money 
to invest. The only new money brought 
into the company is that delivered by 
its agency force. Life insurance has no 
merchandise to sell, only ideas, the 
ideas created by its agents.” 

e e e 


For the development of this better 
common understanding, Mr. Fluegel- 
man suggested the establishment of a 
home office department to act some- 
what as a train dispatcher. It should 
have, he said, an objective point of 
view that understands something about 
agency operations, something about ac- 
tuarial science, something about legal 
ramifications and a host of other prob- 
lems. Of top level caliber, this depart- 
ment would see that everything was 
shunted into proper channels and 
everything kept moving. 

“This would leave top management 
free to attend to its own responsibili- 
ties and would designate someone to 
operate in this nebulous region where 
thoughts and ideas stop flowing in one 
direction and begin to flow in an- 
other,” he said. 





Ind. Possibilities Narrowed 


to Townsend, Wells 


The selection of insurance commis- 
sioner for Indiana is reported to be 
narrowed down to Russell Townsend, 
who is general agent for Equitable Life 
of Iowa at Indianapolis, and Harry 
Wells of Indianapolis, former chief ex- 
aminer of the Indiana department. 


Aimosphere of Calm, | 
Relaxation Marks 
N.A.I.C. Convention 


Few Pressing Problems, 
Many Candidates for 
Passe Club Membership 


By LEVERING CARTWRIGHT 


NEW YORK—The convention here 
this week of National Assn. of In- 
surance Commissioners was the lame 
duckiest since St. Petersburg, Fla., in 
1932. That communicated to the pro- 
ceedings an inanition that was far from 
unwelcome to the tillers of the industry 
vineyards that have had to deal with 
supercharged sessions and pressing 
problems ever since the 1944 decision - 
of the Supreme Court in the S.E.U.A. 
case. Besides the fact that there was 
such a large number of moribund com- 
missioners around there were few 
matters that were crying for attention 
and all in all this convention was a 
“sleeper.” 

One of the busiest men during the 
week was Guy Fergason, the prominent 
Chicago placement company head who 
was being consulted by deputies and 


N.A.I.C. MEETING DATES SET 


At the N. A. I. C. executive com- 
mittee meeting Sunday afternoon, it 
was announced that the dates for the 
1953 annual meeting at the St. Francis 
Hotel at San Francisco have been offi- 
cially set for June 7-11. The dates and 
hotel for December, 1953, at Miami 
Beach have not been settled. 

N.A.LC. at its Wednesday afternoon 
session decided to hold the 1954 an- 
nual meeting at the Sheraton Hotel, 
Detroit, June 6-11. 

Commissioner Navarre suggested that 
the dates and times for both the annual 
and midyear meetings be changed. The 
usual June dates conflict with school 
graduations and come at a time when 
there is a lot of pressure from other 
compelling business. The winter meet- 
ing comes too close to Christmas, he 


said. 








other department personnel and may- 
be even a commissioner or so from 
those states where Nov. 4 spelled 
change. 

The week was saddened by the death 
at the Roosevelt Hotel at 4 a.m. Tues- 
day of W. W. Hamilton, who was ex- 
ecutive manager of Chicago Board of 
Underwriters and Illinois Assn. of In- 
surance Agents and who had been 
mentioned as a possibility for appoint- 
ment as Illinois insurance director. 
He had a heart impairment and had 
been required to be away from his 
work for several months recently. This 
was suggestive of other deaths in recent 
years during the period of N.A.I.C. 
conventions—that of Martin Holohan, 
chief examiner of the Illinois depart- 
ment at Swampscott, and Al Butler of 
Corroon & Reynolds at Atlantic City. 

It was ironic that for this convention, 
with so little of consequence to be acted 
upon, the mechanics of processing and 
distributing committee reports should 
have been worked out to perfection. In 
the past the fact that the net effect 
of the week’s labors in the form of 
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1952 a Saga of Life 
Records, LIAA 
Told by Shepherd 


New York Rally Elects 
Boyd as President, 
Hears O’Leary Report 


NEW YORK—Records in the 
amounts of life insurance purchased 
and owned by the people of the United 
States and in benefits paid by the com- 
panies in 1952 were reported by Bruce 
E. Shepherd, man- 
ager of Life In- 
surance Assn. of 
America, at the 
association’s an- 
nual meeting here. 

Mr. Shepherd 
estimated new life 
purchases at close 
to $33 billion for 
the year, 12% 
above last year’s 
total and 7% high- 
er than the pre- 
vious annual rec- 
i’ ord established in 

. 1950. These new 
purchases plus revivals, increases and 
dividend additions, Mr. Shepherd con- 
tinued, exceeded by more than $22 bil- 
lion the amount of insurance termi- 
nated during 1952 by reason of death, 
maturity, surrender, or in some other 
manner. This resulted in the highest 
annual net increase in insurance in 
force on record, he stated, and will 
bring the total number of policyhold- 
ers to around 88 million and the ag- 
gregate of life insurance protection in 
force to a new high of over $275 bil- 
lion by the year-end. 





O'Leary 





President—Morton Boyd, presi- 
dent Commonwealth Life. 

Directors—Three years, O. Kelley 
Anderson, New England Mutual; 
William J. Cameron, Home Life of 
New York; Edmund Fitzgerald, 
Northwestern Mutual Life; Devereux 
C. Josephs, New York Life; A. J. 
McAndless (reelected) Lincoln Na- 
tional, for two years to succeed Mr. 
Boyd, Deane C. Davis, National Life 
of Vermont. All are presidents of 
their respective companies. 





_ Mr. Shepherd estimated the bene- 
fits paid by the life companies to pol- 





BRUCE E. SHEPHERD 


icyholders and_ beneficiaries during 
1952 at a record-breaking total of more 


than $5 billion. Benefits under life 
insurance and annuity contracts were 
estimated at more than $4 billion, an 
increase of 4% over the 1951 figure. 
Of this total, about 44% will represent 
death benefits paid or credited to 
beneficiaries of deceased policyholders, 
Mr. Shepherd estimated, and the re- 
maining 56% will be benefits to living 
policyholders as matured endowments, 
disability payments, annuities, surren- 
der values, and policy dividends. In 
addition, Mr. Shepherd stated, more 
than $890 million will be paid by the 
life companies under A. & H. contracts 
this year, an increase of 17% over the 
1951 figure. 

Mr. Shepherd placed new ordinary 
insurance acquired by the people at 
over $21 billion for the year, insur- 
ance under new group contracts at 
more than $5% billion, and new in- 
dustrial coverage at nearly $6 billion. 
The purchases of new ordinary and 
group were each 13% higher than the 
respective figures for 1951, while in- 
dustrial showed a gain of 8%. 

Assets of all U. S. legal reserve life 
insurance companies increased by ap- 
proximately $4.9 billion during 1952 
to an estimated total of $73.2 billion by 

(CONTINUED ON PAGE 23) 





Provident Mutual Producers 
Set Record Month for Linton 


Provident Mutual Life agents scored 
their best November in company his- 
tory in honor of President M. Albert 
Linton, who will become chairman at 
the first of the year. Mr. Linton has 
been president since 1931. 

Top producers for the month will be 
listed in the M. Albert Linton Honor 
Roll which will appear in the company 
publication, Field Notes. 


Top Bankers Natl. 
Agents Help Mark 
Silver Anniversary 


NEW YORK—Bankers National Life 
climaxed its silver anniversary cele- 
bration with a 
dinner here at- 
tended by direc- 
tors and officers, 
home office em- 
ployes, field rep- 
resentatives from 
all parts of the 
country, and other 
guests. 

The dinner 
marked the end of 
the Master Pro- 
ducers’ convention 
and the beginning 
of the President’s 
Club convention. 
Members of the latter club and their 
wives, along with several representa- 
tives from the home office, sailed on 
the Queen of Bermuda for a week’s 
cruise to Bermuda and Nassau. 

Ralph R. Lounsbury, president and a 
director, was toastmaster and gave a 
short talk, in which he introduced 
other members of the board, F. S. 
Astarita of the investment committee, 
agents having $1 million or more in 
force with the company, and the offi- 
cers of the two production clubs. These 
are H. J. Baker of Boston and G. E. 
Parris of Philadelphia, chairman and 
vice-chairman, respectively, of the 
President’s Club, and A. J. Boardman 
of Boston, G. M. Mills of New Bruns- 

(CONTINUED ON PAGE 22) 





R. R. Lounsbury 





COMMONWEALTH 


The Plan for 1953 


No highly successful operation is achieved without the 
laying of plans and the establishment of definite goals. A 
plan must be made before its implementation can begin. 


And so next week Commonwealth will hold its annual 
Managers Planning Conference to acquaint its District 
and Branch Managers—and through them their Fieldmen 
—with the Company's plans and goals for the coming 
year. Periods of consultation, explanation and discussion 
will take place, and each manager will return to his job 
with a thorough knowledge of the part that he and his 


associates are to play. 


It is the Company’s belief that in 1953, as in past 
years, the action will surpass the plan. 


INSURANCE IN FORCE, November 1 — $595,175,426 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE © LOUISVILLE, KY. 





Expansion of Local 
Health Services Is 
Company Concern 


Henley Institute Headliner, 
Fitzgerald Takes Over as 
Chairman at N. Y. Meet 


NEW YORK—The life insurance 
business should help in meeting the 
need for expanded 
health services at 
the local level, 
Robert E. Henley, 
president of Life 
of Virginia, said in 
his address as 
chairman of the 
Institute of Life 
Insurance at the 
institute’s annual 
meeting in New 
York City. 

“The life insur- 
ance business 
might well give 
serious thought to 
what it can do to cooperate with exist- 
ing agencies for promoting health edu- 
cation and giving leadership and guid- 
ance in solving health problems,” Mr, 
Henley said. “These agencies and the 





R. E. Henley 





groups of men and women striving so 


earnestly to strengthen health pro- | 


grams would welcome participation by | 
representatives of life insurance in | 
their discussions and in the planning | 


of their projects.” 


This activity was suggested as a part 


of the third phase of public relations 
which Mr. Henley said American busi- 
ness, including life insurance, is now 
entering. 

The first phase, started a number of 
years ago, was described as a de- 


fensive presentation of the story of | 
business when it was being subjected | 





Chairman—Edmund Fitzgerald, 
president Northwestern Mutual Life. 

Directors—Morgan B. Brainard, 
Aetna Life; Louis W. Dawson, Mu- 
tual Life; H. H. Holderness, Jeffer- 
son Standard Life; Powell B. Mc- 
Haney General American Life. All 
are presidents of their respective 
companies. 





to unwarranted criticism. The second | 


phase was that of fact-assembly and 
fact-distribution, to make available to 
the public a progress report and ex- 
planation of operations. 

“The third phase, in which we now 
find ourselves, is that of rendering a 
broad public service beyond the rou- 
tine of our individual businesses,” Mr. 
Henley continued. “It is no longer 
enough just to correct misinformation 


or pass along facts and figures. The | 








public now expects us to adopt a posi- | 


tive, forward-looking program. We 
must assume a proportionate share of 
the responsibility and performance in 
leadership in the community. We, the 
corporative persons, have become full- 
fledged citizens of the community and, 
as such, are expected to do as much 
for the community as any citizen— 
even more, because of our relative 
status as a multiple citizen.” 

Among several illustrations cited by 
Mr. Henley of public services rendered 
by the life insurance business was the 
contribution towards medical research 
through the life insurance medical re- 
search fund. Another was the anti- 
inflation drive of the life insurance 
business, seeking to help curb the in- 
flationary spiral. These efforts and all 
like them are enthusiastically received 
by the public, Mr. Henley said. 

Following Mr. Henley’s talk, was 
the first showing of a new sound slide 

(CONTINUED ON PAGE 24) 








mn 


ner, 
1s 
t 


surance 
ting the 
xpanded 
vices at 
level, 
Henley, 
of Life 
’ said in 
€Ss as 
of the 
of Life 
at the 
annual 
n New 


> insur- 
Siness 
ll give 
ught to 
h exist- 
Ith edu- 
id guid- 
is,” Mr, 





and the 
ving so | 
h pro- 
ition by | 
nee in 
lanning 


S a part 
elations 
n busi- 
is now 


nber of 
a de- 





>. All 
ective 





second | 
ly and 
able to 
nd ex- 


- 
4 
“oa 
i 


‘izen— 
elative 


ted by 


as the 
search 
ral re- 

anti- 
urance 
he in- 
nd all 
ceived 


, was 
1 slide 


idered | 





December 12, 1952 LIFE INSURANCE EDITION 





















One of a series of advertisements 
dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman’s success. 
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HARTFORD 


HELPS YOU SELL MORE LIFE INSURANCE 


Few fields offer richer rewards, yet few are so intricate, 
fast-moving and competitive as Group Insurance—thus 
the necessity for a special Group Representative. Intensive 
training and constant study give him the skill and knowl- 
edge to impress prospects that he is an authority . . . to 


custom-tailor complex proposals . . . to make convincing 


presentations . . . to provide expert assistance when a 
plan is being installed. But that’s not all. Each group plan 
he helps you sell provides an excellent approach to many 
other opportunities for service and sales. In more ways 
than one, the Group Representative is a mighty valuable 
member of the life insurance selling team. 
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New Family “Types” 
Add to Insurance 
importance: Johnson 


NEW YORK—An important social 
change has been taking place in family 
relationships and 
in the make-up of 
family units in the 
United States, 
Holgar J. Johnson, 
president of the In- 
stitute of Life In- 
surance said at the 
institute’s annual 
meeting in New 
York City. This has 
resulted in a much 
greater need for 
and interest in pro- 
viding for family 
financial security, 
he said. 

“There has been a shift from the 
integrated family unit, such as we knew 
a generation or so ago, the type of 
family which took the responsibility 





Holgar Johnson 


for all persons in the family—especially 
in times of adversity—to the small in- 
dividual and independent family,” Mr. 
Johnson said. “This new type of fam- 
ily is more mobile and is primarily job- 
oriented or, as some would say, job- 
dependent. Under this changed situa- 
tion, it becomes apparent that life in- 
surance has an increasingly impor- 
tant role to play in replacing the ele- 
ment of security which formerly came 
from that family solidarity.” This 
older type of family is still prevalent 
in many parts of the world, he added. 

There is a need for social research, 
Mr. Johnson said, if the full signif- 
icance of the social impact of life insur- 
ance in the lives of the people is to be 
determined. 


Discussing government social secur- 
ity, which he called one of the products 
of this social change in the family, Mr. 
Johnson pointed out that there is one 
great difference between life insurance 
and social security, which the public 
should understand. This is the fact that, 
“whereas the use of life insurance to 
provide protection and security carries 
with it a sense of doing something for 
oneself and his family, the same can- 
not be said for social security, unless 
social security becomes regarded as 


something which is bought and paid 
for on a basis comparable to life in- 
surance.” Social security should be 
recognized for what it is, he empha- 
sized, namely a social insurance sys- 
tem, more and more of the cost of 
which will be borne by the whole 
community through taxation. 

Mr. Johnson said that the social en- 
vironment in which business operates 
will be different tomorrow from to- 
day. By this, he referred to the basic 
changes which are continuously tak- 
ing place. 


“There may be some who will hope 
that because there is to be a new 
national administration coming into 
power it will materially change the 
conditions under which business func- 
tions,” he said. “But there is no rea- 
son to expect that the clock will be 
turned back and, in fact, I don’t be- 
lieve that business wants it done. It 
can well be that all segments of the 
society, including business, will find 
themselves in a more favorable climate. 
However, we must keep in mind that 
as a result of the economic and social 
changes that have taken place, govern- 
ment has come to occupy an increas- 
ingly important place in the lives of 
our people.” 











PROVIDENT LIFE & ACCI 


1857... 65th Year...195.2 


AI-F | 


MERRY CHRISTMAS 


and a 


HAPPY NEW YEAR 


The field Representatives and Home Office staff 
of the Provident extend best wishes and season’s 
greetings to our friends and business associates 
throughout the insurance industry. It has been an 
enjoyable privilege to know and work with you 
during the past year—and we look forward to 


another year of pleasant association in 1953. 


CHATTANOOGA 


DENT INSURANCE COMPANY 
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New Bond Tests in 
Securities Valuation 
Are Considered 


N.A.1.C. Committee to Apply 
Formula to Selected 


Companies This Year 


NEW YORK—tThe deliberations of 
the valuation of securities committee 
at the meeting of National Assn. of 
Insurance Commissioners here were 
devoted largely to the two new tests 
proposed by the subcommittee that is 
headed by Allyn of Connecticut. In the 
absence of Bohlinger of New York, Mr. 
Allyn presided at the session of the 
committee, of which he is vice-chair- 
man. 

The bond tests proposed by the 
subcommittee and developed by it and 
the joint industry committee on valu- 
ation of assets, that is headed by Sher- 
man Badger of New England Mutual, 
will be applied to the portfolios of 
selected companies as of Dec. 31, 195]. 
This application, scheduled to be com- 
pleted by next Jan. 30, will be the 
base for decision by the subcommittee 
on what final tests to adopt. In answer 
to a question from De E. Bradshaw of 
Woodmen of the World, Mr. Allyn said 


tests as adopted will be put into effect | 


in 1954. 
e e e@ 


In brief, test No. 1 would replace the 


present system of determining eligibil- | 


ity of bonds. The present system uses 
ratings and yield and contains meas- 
urements for private placements. 


Instead of yields and ratings the test | 


takes into account a company’s balance 
sheet and earnings statement. 

Test No. 2 would in effect establish 
a new class of bonds eligible for 


amortization that are not now eligible. | 


Here the commissioners have gone 
part, but not all of the way with the 


Hubbell report, making certain bonds | 


eligible for amortization that are not 
under present rules bottoms on the 
theory that when the company sets up 
reserves to offset losses expected on 
such bonds it has anticipated losses 
likely to occur, as the commissioners 
want to be certain is done. Test 2 is 


a more scientific way of handling the | 


matter than the present approach, 
commissioners believe. 

‘ Discussions at the committee meet- 
ing also indicated that companies and 
commissioners had reached a livable 
compromise on the instructions sent 
out this fall by the staff of the valua- 


————— 


tions committee to companies for fur- | 


nishing information on private place- 
ments. The business objected to these 


as being too complicated and the infor- | 
mation sought not too valuable. The | 
subcommittee then modified the ques- | 


tionnaire. 


Henry C. Hagerty, financial vice- | 


president of Metropolitan Life, put in 
a letter at the meeting, opposing the 
new tests. An apparently successful 
application of the tests to particular 
portfolios as they exist at this time 
would be more apt to be deceptive 
than persuasive, according to Mr. 
Hagerty. Though formulas devised to 
give a more or less predetermined 
result in an existing situation may 
seem initially to possess 
merit, the true test will only come 
when the situation changes, as it in- 
evitably will, from the varying eco- 
nomic conditions and changing invest- 
ment patterns. 

Metropolitan wants a chance to pre- 
sent to the committee a written state- 


ment as to the tests, as finally proposed, 
(CONTINUED ON PAGE 26) 


intrinsic | 














12, 19 December 12, 1952 LIFE INSURANCE EDITION 5 
> 12, 1952 


arte Aspects of Health 
. Care Treated at 
ation | N.A.I.C. Meeting 


A symposium on various aspects of 
health service was staged Monday 
morning at the session of the N.A.LC. 
Blue Cross-Blue Shield subcommittee 
with Leslie of Pennslyvania presiding. 
Speakers were Abraham Oseroff, vice- 
» Apply president of Pittsburgh Blue Cross; 
Frank Dickinson, economist for Amer- 
ican Medical Assn.; E. Dwight Bar- 
nett of Detroit, trustee of American 
Hospital Assn.; Dr. Charles Gordon 
-ati Heyd, president of United Medical 
tenner A Service of New York; Jay C. Ketchum, 
— mittee executive vice-president of Michigan 
Pes: of Hospital Service Assn. 
sae Go Except for Mr. Barnett, the talks 
2e th ests | were non-controversial. He indicated 
ut 7 S| strong partisanship for Blue Cross as 
Yo - the compared with commercial insurance 
vag *. company coverage. He said he fears 
ic yf = if the commercial companies become 

oe too strong they will tend to control the 

b purse strings and control the nature 
b oo of medical service. In Detroit, he said, 

y it and 71% of the hospital patients come in 
be — under prepayment plans. Fifty percent 
| M reg are Blue Cross and 21% commercial 
os ual, companies. Under the Blue Cross he 
mee: ot said there is a 3-way contract and the 

be 1981. net effect is that the hospitals are 
1 be ae selling their services on a prepayment 

© te non-profit basis. He said he would 




















capone: not lose his fear that commercial com- 
Penatiy.: panies would exert dollar control over 
Il vga medical-hospital services until they 
ae sat down and discussed their place 


oan in the whole picture. The hospital peo- 
/ ple have no say in the matter when 
the commercial companies are making 

a profit on “our services.” 











place the e e e 
‘eligibil- | Although the representatives of the 
tem uses | commercial companies got hot under 
IS meas- | the collar at this, the hour was getting 
nts. | ate and they decided against making 
; the test | an issue of this at that forum. 
| balance | Dr. Oseroff said there are now 87 
Blue Cross plans. They insure about 
establish 43 million persons and there are an 
ible for equal number insured under group 
eligible. | plans of commercial companies. That 
ve gone total is more than half the population 
with the of the country. Blue Cross premiums 
n bonds | this year will run $600 million. All of 
are not this has been accomplished under vol- 
on the untary plans without government sub- 
Sets up sidy. 
cted on He touched on the high cost of health 
d losses care, saying this could be reduced if 
Ssioners the standards of 20 years ago were to 
est 2 is be applied. There have been rapid im- 
ling the | provements and turbulent progress in 
proach, health care and this has to have a 
price tag. The correction of the wage 
e meet- rate and the length of the work week 
ies and in the hospitals had to come, but the 
livable { effect was all the more severe because 
ns sent | it happened during an era of inflation. 
valua- | Then there has been the introduction 
‘or fur- | of new medical and hospital techni- 
/place- | ques. The financial concepts of 20 years 
Oo these | ago are no longer applicable. 
e infor- | e ® ® 
le. The | If the government paid its full share 
e ques- — of caring for the indigent sick, the 
cost of hospital and medical care to 
others would be cut 10%. Too many 
voluntary funds have to go to pay for 
| vice- the care of indigent sick and staff 
put in training that should go for new equip- 
ng the ‘Ment. There should be community ac- 
cessful | tion with hospital leaders to avoid 
‘ticular |  Guplication of services. The Blue Cross 
s time | . @SKs doctors and hospitals to avoid 
ceptive |  OVeruse of facilities. ; 
O Dr. Dickinson said the BLS index 
ised to | for 1951 was 185.6 against par for the 
aieen | period 1935-39. However, medical care 
1 may and drugs were at 155 and physicians 


bia fees 145.2. The “bad actor” was hos- j 
trinsic | pital room rates at 260.7. This was David 0. McKay. Pres. Soh, Hen, Oy Se8 


Come due in large part to the shift to the 


a eight-hour day for nurses. However, 
nvest- he emphasized that the average stay in 


the hospital has been cut radically. 
er The $9 billion medical payment ex- 
ph vine penditures in 1951 was 4.3% of con- 

4 sumer expenditures and that compares 
posed, (CONTINUED ON PAGE 26) 
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. He claims you know more about his 


“It’s your minister . . 
congregation than he does!” 


Bankers/ifemen Really Know 
How to Qualify Prospects 


The amount of knowledge Bankers/ifemen develop for qualifying 
a prospect is terrific . . . but, admittedly, it is doubtful that they 


often are ahead of their ministers on this score. 


The economy in time and effort that can be accomplished 
through qualifying a prospect thoroughly is drilled into Bankers- 
lifemen during their training period. Then, through both training 
and supervised activity, they are shown how to develop the infor- 
mation that lets them spend their time with qualified prospects. 


Yes, Bankerslifemen are told and shown how to be the kind 
of life underwriters you like to know as friends, fellow workers or 


competitors. 


BANKERS 
DES MOINES, 


COMPANY 
IOWA 








An Old Line Company with an outstanding Record 


of the Low Net Cost. 
Ins. in Force December 31, 1951—$246,139,001. 
Agency Openings for Lutherans in 2] states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 





A.L.C. Makes Several 
Staff Promotions, 
Kastner Gen’‘I Counsel 


American Life Convention has ad- 
vanced Ralph H. Kastner, who recent- 
ly celebrated his 30th anniversary, 
from associate general counsel to 
general counsel. He is chairman of the 
American Bar Assn. insurance law 
section. 

W. Lee Shield, who joined the A.L.C. 
legal staff four years ago after being 
Ohio insurance superintendent, was 
advanced from counsel to associate 
general counsel. 

Irving V. Brunstrom and Clark C. 
Bryan were advanced from attorneys 
to assistant general counsel. William 
P. Walsh and Wendell K. Simpson 
were advanced to attorneys. 

Robert A. Crichton, associate counsel 
and before that insurance commis- 
sioner of West Virginia, was named 
counsel. 


Elect Lafot President 
of L. A. Life Managers 


Lloyd Lafot, New York Life, was 
elected president of Life Insurance 
Managers Assn. of Los Angeles at its 
annual meeting. He succeeds Walter S. 
Payne, Prudential. 

The new vice-president is Laurel 
Miller, Sun Life of Canada. Secretary- 











Mr. Lafot, left, the new president, is 
shown receiving the gavel from Mr. 
Payne, the retiring president. 





treasurer is Harold W. Dougher, State 
Mutual Life. 

There was a panel discussion of 
agency procedure with Thomas E. 
Craig, Aetna Life; Carl Wood, New 
York Life, and Troy M. Zeigler, Pru- 
dential, participating. 


High Honor to S. W. Souers 


WASHINGTON—The Distinguished 
Service Medal was presented by Presi- 
dent Truman to Rear Admiral Sidney 
W. Souers, former executive of Gen- 
eral American Life. Mr. Souers has 
briefed the President from day to day 
on security matters. He has been cred- 
ited with valuable service, particularly 
in connection with the Berlin blockade 
and air lift of 1948; also with having 
organized the central intelligence agen- 
cy and national security council. He 
served as executive secretary of the 
latter for more than a year and was 
first director of the central intelligence 
group, predecessor of CIA. 








United Benefit to Enter Canada 

United Benefit Life will enter the 
Canadian market with the chief agent 
in that country being L. F. Flaska, resi- 
dent vice-president of Mutual Benefit. 
The latter company has been doing 
business in Canada since 1935. 

Canadian headquarters will be at To- 
ronto, with other sales offices through- 
out the provinces. 


Day to Prudential 
Feb. 1 as Associate 
General Counsel 


Appointment of J. Edward Day, di- 
rector of insurance of Illinois, as 
associate general 
solicitor of Pru- 
dential is an- 
nounced by Carrol 
M. Shanks, presi- 


4 


dent, effective 
Feb. 1. 
Mr. Day will 


occupy a key post 
in Prudential’s law 
department which 
is headed by Syl- 
vester C. Smith, 
Jr., general coun- 
sel. ee 

Prior to becom- J. Edward Day 
ing insurance di- 
rector in Illinois Sept. 1, 1950, Mr. Day 
served 18 months as legal and legisla- 
tive assistant to Governor Stevenson. 

A graduate of University of Chicago, 
he received a law degree cum laude 
from Harvard law school in 1938. He 
practiced law in the Chicago firm of 
Sidley, Austin, Burgess & Harper until 
the second war. After four years as an 
officer in the navy, he returned to his 
Chicago law firm. He is chairman of 
the midwestern zone of the National 
Assn. of Insurance Commissioners and 
vice-chairman of the N.A.I.C. life 
committee. 


Ohio National Makes 
Top Level Promotion 


Ohio National Life has made several 
promotions among home office offi- 
cials. 

G. E. Coxworth, associate general 
counsel, was promoted to general coun- 
sel; I. M. Magorian, assistant secre- 
tary, was advanced to assistant vice- 
president; J. W. Benson, manager of 
the punched card acccunting depart- 
ment, was elected assistant comptroller, 
and B. E. Hopton, an officer, was 
designated agency secretary. 

Other offices and their recipients 
were: Secretary-treasurer, A. Otis 
Graeser; assistant secretary and pur- 
chasing agent, Guy Fronk; assistant 
comptroller, W. G. Langdale. 


Eight LIAMA Management 
Schools Scheduled for 1953 


Due to record advance reservations 
for the schools in agency management, 
L.I.A.M.A. will conduct eight two-week 
schools for managers, general agents 
and home office agency department 
personnel in 1953, instead of seven as 
for the last several years. Tentative 
registrations for 692 men from 137 
member companies have been received. 

Two schools will be for combination 
company field management representa- 
tives and the remaining six will be or- 
dinary schools. Combination schools 
will be held March 23-April 3 at Sa- 
vannah, Ga., and May 18-29, Williams- 
burg, Va. The schedule for ordinary 
schools includes: March 23-April 3, 
Daytona Beach, Fla.; May 4-15, Pasa- 
dena, Cal.; June 8-19, College Station, 
Tex.; June 8-19, Chalfonte-Haddon 
Hall, Atlantic City; July 13-24 and July 
27-Agu. 7, Edgewater Beach Hotel, 
Chicago. 

The 1953 schools will continue to 
emphasize business management for 
two days and sales management in all 
phases for the rest of the two-week 
period. 











Lloyd Harrison of Phoenix Mutual 
discussed his methods for getting new- 
comers started in the life business at 
the December meeting of Seattle man- 
agers. 
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SHANKS ADDRESSES BANKERS 





There are indications that in 1953 
the great productive power of the 
American eco- 
nomic system may, 
for the time being 
at least, meet the 
problem of infla- 
tion, said President 
Carrol M. Shanks 
of Prudential in 
his talk at the 
annual meeting of 
the Investment 
Bankers Assn. of 
America at Holly- 
wood Beach, Fla. 

Mr. Shanks said 
cM the erratic and 

ota inflationary move- 
ments of prices in the postwar years 
have resulted partly from the tremen- 
dous demands of the defense program 
superimposed on the normal demands 
of the peacetime economy. 





‘Shanks 


e e e@ 
“Possibly some price rise has been 
unavoidable under these circum- 


stances,” he said. “But the price rise 
of the postwar period has not been 
simply a reflection of the defense pro- 
gram. It has in large part been a re- 
flection of the attempts of small but 
powerful pressure groups to secure 





more for themselves in returns than 
they have been willing to contribute in 
increased productive effort. It has, in 
addition, been a reflection of inept and 
conflicting government policies which 
have done more to contribute to infla- 
tion and instability than to curb these 
unsettling forces.” 

Mr. Shanks warned that in spite of 
production meeting the inflation prob- 
lem in 1953, the problem of stability is 
as unsolved as ever. He said the basic 
rules on what to do are simple and 
well known but they are infinitely 
more difficult to put into effect and 
carry out than “the easy way of in- 
flationary palliatives pursued to date.” 

Mentioning general credit controls 
and sound monetary policy, sound fis- 
cal policy, federal debt management in 
accord with the evaluation of the mar- 
ket place, free markets, free prices, 
free production and consumption, and 
“trade — not aid,” Mr. Shanks said, 
“There is hardly one of these, salutary 
as they are, which will not arouse the 
most fierce and determined opposition 
of special groups.” 

e e @ 


Discussing a few of these measures, 
Mr. Shanks said that in the field of 
Federal Reserve monetary policy, “we 
must recognize that the interests of our 
whole economy are more important 
than the narrow interests of the United 
States Treasury. It is, of course, es- 
sential that the government securities 
market be orderly, particularly at times 
when the Treasury is offering a new 
or a refunding issue. But let us not 
confuse an orderly market with a 
pegged one.” 

He said that if the market is not 
pegged, the Federal Reserve System 
can contribute a great deal toward the 
Stability of the economy. 

“Since the removal of the pegs in 
March of 1951, we have seen a wise 
use of the general credit controls of 
the Federal Reserve System to restrain 
sa popeatiatty inflationary situation,” he 

Mr. Shanks said that in addition to 
a wisely administered monetary policy, 
Stability of the American economic sys- 
tem requires a sound and intelligent 
fiscal policy on the part of the federal 
government. Much can be done toward 
maintaining a stable level of business 
activity through varying the relation- 
Ship between the revenue and the ex- 


Pressure Groups, Inept Govt. Policies 
Cause of Inflation and Instability 


penditures of the federal government. 
A good deal of artificial pressure can 
be removed from the monetary system 
if the government will rely in its debt 
management on the evaluation of the 
market place. 
“We should rid ourselves once and 


for all of the idea that the Treasury 
can borrow at low cost in good times 
as well as bad,” he said. “Here again 
a big toe is trod upon because it raises 
the interest cost of carrying the federal 
debt.” 

Mr. Shanks warned that opposition 
to the various sound general measures 
which need to be taken today will re- 
sult in their being emasculated in sub- 
stantial part, unless the business com- 
munity rallies to their support. 

Mr. Shanks’ discussion of private 
placements at the I. B. A. meeting was 
reported in part in last week’s issue. 


Old Insurance Executives Don’t 
Fade Away—tThey Just Lose 
Interest, Johnston, Says 

Eric Johnston, president of Motion 
Picture Assn. of America, the speaker 
at the luncheon in honor of National 
Assn. of Insurance Commissioners at 
New York Ciy, drew quite a laugh 
at the outset of his talk by his observa- 
tion that old insurance executives don’t 
fade away they just lose interest. He 
cut short a trip to South America to 
address the luncheon and arrived by 
air just an hour before his scheduled 
appearance. 
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"HOME TOWN BOYS" 
MAKE GOOD 


This Company has recently announced a number of 
executive changes, involving the advancement of 19 
people, including our top executives. This is in line 
with the Company’s policy of making all promotions 


Without a single exception, all these 19 people 
started at the bottom with the Company and earned 
their way to their new positions. Their service aver- 


Seems to us this is a fine evidence of opportunity, 
not only in our Company and our industry, but in free 


NNAN 
within the ranks. 
ages almost 25 years each. 
enterprise in America. 
U.VUUU 
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Fifty-Ninth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $181,000,000 to 
Policyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over 
$79,000,000 in Assets for their bene- 
fit . . . Policies in force number 
102,500 and Insurance in force is 
over $217,000,000 . . . The State Life 
offers splendid agency opportunities 
—with liberal contract, and up-to- 
date training and service facilities— 


for those qualified. 


Ww Ww Ww 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 








EITHER ...OR, ZIMMERMAN SAYS 


Life Insurers Must Offer 
All Personal Coverages 


NEW YORK—Life companies must the welfare of the company,” Mr. 
make available “to all our people” all Zimmerman pointed out,” and the 
forms of personal company has a stake in the welfare of 
insurance, for fail- all of these groups.” 
ure to do so not As in his talk at the annual meeting 
only invites others of L.I.A.M.A. last month, Mr. Zimmer- 
to fill the gap but man said that top management should 
creates public de- concern itself with making the life in- 
mand that this be surance sales career less difficult and 
done, said Charles more attractive by making life insur- 
peg ance easier to buy on the monthly in- 
of LLAMA. at —— basis through payroll de- 
oi Meco a He also reminded the industry 
surance Assn. of leaders that life insurance coverage 
America. He em- 8S, not kept up with the increases in 
phasized that gov- national income, in disposable income, 
ernment is respon- 1 real productivity and with the 
sive to public demand growth of population. The number of 

: iis : .. Ordinary cases sold has been decreas- 

Mr. Zimmerman said that in his jing since 1942 and more and more 
opinion life companies have a major jnsurance has been sold to fewer and 
responsibility to cover A. & H., hos- fewer people 
pital, surgical, medical expense and : 
catastrophic illness —. ww 
insurance is a fundamen orm o P 
personal coverage, dealing with Sassen Milwaukeean Collects on 
values, not property values. ithou ie ‘1 
it, personal security coverage is incom- 75 Year Old Life Policy 
plete. MILWAUKEE—One of the oldest 

e e e life contracts in force in the United 

“It is logical, therefore,” he said, States, a 20-payment policy issued 
“that the same insurer and the same Jan. 18, 1879, to Willis S. Johnson, 
insurance representative offer these Milwaukee, by Northwestern Mutual 
closely related personal insurance cov- Life, was paid at its full face value 
erages to the prospective policyowner. Sunday, assured’s 100th birthday. 
Failure to do so results in failure to Presentation of the $1,000 check was 
give the individual a well-rounded, the occasion of an informal ceremony 
balanced program of personal insur- at the home of the centenarian. Philip 
ance.” Robinson, vice-president of the 

“Ask yourselves whether the earn- company, who personally gave the 
ings of your agents have kept pace check to Mr. Johnson, was accompan- 
with the increase in the cost of living, ied by Willard L. Momsen, Milwaukee 
with the increase in earnings gener- general agent. 
ally, and with the increase in the im- Premium payments on the 75 year 
portance and complexity of their work. old policy, which Mr. Johnson pur- 
Ask yourselves whether improvement chased from James L. Townsend, then 
in sales management has kept pace a Northwestern Mutual agent at Fox 
with improvement in selling. Finally, Lake, Wis., were completed in 1897 
ask yourselves whether your leader- and totaled $558.80. As the dividends 
ship is such as to have established and paid by the company during the life of 
maintained sound human relations the policy totaled $561.29, Mr. Johnson 
with your home office and field associ- has received $2.49 more than his total 
ates.” payments for $1,000 of protection dur- 
Mr. Zimmerman emphasized that ing three-quarters of a century, plus 
great strides have been made in recent the face amount of the policy. 








C. J. Zimmerman 




















complete personal protection plans ARE flexible— more 
flexible; to sell in the first place, and to re-sell if the 
policy owner’s needs change. One reason—they include 
ACCIDENT & SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 41 states and the District of Columbia 





years in solving some of the problems Mr. Johnson, a former railway ex- 
he highlighted, but he urged that top press messenger, retired ss he 
management exert real leadership in was 75. 
continuing to find solutions. He dis- 

cussed the relationship of the company 
president to the agency department, H . 

the sales branch of the company and Chicago Selection Men Meet 
said: Chicago Home Office Life Under- 
m ‘a o writers held their last meeting for the 
E 1952 season in the form of a com- 
Top management must take equal bined Christmas party and _ business 
responsibility for the agency affairs of session. About 50 members attended, 
the company as it does for investment, including representation from Frank- 
underwriting, home office administra- lin Life and State Farm Life. 

tion and other phases of company P : : 
operation. Successful distribution is Pa eae a tens anak 
the very lifeblood of company oper- moderated by Miss Vi Drake, North 
ations. Without it, the company has no American Accident. Clifford David- 
reason to exist and no possibility of son, Mutual Trust Life, covered female 
existing. Greater opportunity for im- risks as related to waiver of premium 
provement exists in distribution thanin payor benefit and term insurance. 
any of the related fields of company Wesley Hunnell, president of Pilgrim 
operation. Further, improvement, in National Life, discussed liberaliza- 
the area of distribution will pay off tion of non-medical limits 

far more handsomely than improve- ; 
ment in any other area.” 


He said each company must make an Has Second Agency School 


individual decision about entering the 
disability field and the decision must | A second agency builder school has 


be based on a consideration of its obli- been conducted by Aetna Life at the 
gations to a number of groups—the home office, with 20 general agents, 
public, its policyholders, its field rep- assistant general agents and supervi- 
resentatives, its home office employes, sors from 18 states attending. 

the community, and in some cases, the Among subjects studied were re- 
stockholders. cruiting and training of new person- 

















“All of these groups have a stake in nel, and agency management. 
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Pansing Named Neb. 
Insurance Director; 
Succeeds Laughlin 


Thomas R. Pansing, Lincoln at- 
torney, has been named insurance 
director of Nebraska by Gov.-elect 
Robert Crosby. Mr. Pansing is 38 and 
directed Crosby’s Lincoln headquar- 
ters during the campaign. 

He will succeed Loren Laughlin who 
was appointed several months ago by 
Gov. Val Peterson, to succeed Bernard 
R. Stone, resigned. 

Whether Pansing will get the pres- 
ent $5,000 salary or $6,500 will depend 
on a state supreme court decision. 
Laughlin brought action to force pay- 
ment of the higher figure. The state 
auditor has refused to approve vouch- 
ers for the increase. The case will 
come up in January. 

Mr. Pansing served on the Lincoln 
city council 1947-1951 and was vice 
chairman the second two years. He 
was named “outstanding young man 
of 1948” by the Lincoln Junior Cham- 
ber of Commerce. 

Mr. Laughlin has told him, Mr. 
Crosby said, that “he will before long 
accept private employment of a re- 
sponsible nature and I have thought it 
better to begin my term with a director 
for this important department whose 
tenure was permanent in nature.” 





Magnuson Group 
Report to Boost 
Private Insurance 


A recommendation that “comprehen- 
sive health services can be delivered to 
all the people in the United States on 
an insurable basis without continuing 
federal subsidies” will be given by the 
President’s commission on the health 
needs of the nation in its report Dec. 
18, Dr. Paul Magnuson, chairman, said 
last week. 

The commission, it is understood, 
has taken the attitude of “pushing vol- 
untary prepayment plans across the 
board.” Dr. Magnuson said the com- 
mission recognizes that comprehensive 
health care must be made available to 
all and that it should be started by the 
people at the grass roots. “I have many 
times freely expressed myself as being 
opposed to setting up a great bureau- 
cracy to control anything in this 
country,” he said. “No such plan enters 
into the philosophy of this report.” 

The doctor said that as far as he has 
been able to determine, there has not 
been a word of politics or influence on 
the policies of the commission. “The 
job can be done by private plans, by 
the tremendous medical setups of in- 
dustry, by doctors in the home town,” 
he added. “Federal grants in aid can 
be used to stimulate the growth of 
private prepayment but without con- 
tinuing subsidies. ‘Help the people to 
help themselves’ is the principle and 
the philosophy.” 

The commission plan will provide 
for health centers to be set up and run 
by local communities with the work 
being done by local doctors. Federal 
grants in aid might be used, as they 
now are, in the construction of hospi- 
tals under the Hill-Burton act to stim- 
ulate the growth of diagnostic centers 
and to build up health personnel and 
facilities. 


Interview German Visitor 
for “Voice” Broadcast 


The Voice of America interviewed 
Dr. Gerd Mueller, president of Alliance 
Life of Stuttgart, Germany, at the 
New York offices of Institute of Life 
Insurance. 

_ Dr. Mueller was asked to give his 
impressions of the life insurance busi- 
ness in America and comparisons to its 


counterpart in Germany. Dr. Mueller 
‘spoke in his native tongue and record- 
ings were made for broadcast over the 
Voice network in Germany. 

Dr. Mueller arrived in the U. S. 
Nov. 14, with Dr. Herbert von Denffer, 
chief actuary and vice-president in 
charge of the life department of 
Munich Reinsurance Co. They visited 
life companies and associations in the 
east and middle west. They now have 
left for home. 





The D’Emilio agency for Ohio State 
Life, Pittsburgh, has moyed to new 
offices at 702 Frick building. 


Ponder Idea of 
Expanding N.A.I.C. 
Headquarters Work 


An inconclusive meeting was held 
at New York Sunday afternoon during 
the commissioners meeting on plans 
for expanding the services of the head- 
quarters office and means of financing 
it. Dickey of Oklahoma had made a 
report and this was discussed. One 
suggestion is that the headquarters 
prepare an index of N.A.I.C. proceed- 
ings from the beginning. Another is to 


send out reports of zone meetings. 

The assistant secretary might engage 
in non-technical research and that 
would require additional personnel. 
The consensus seemed to be that to 
have the office serve as a clearing 
house on agents whose licenses have 
been canceled would be full of dyna- 
mite. It might breed libel actions. 

Mr. Dickey was directed to make 
studies on various bases for allocating 
contributions for support of the head- 
quarters such as by premiums, premi- _ 
um taxes collected or what not. It was 
agreed that the assistant secretary 
should not engage in technical re- 
search. 




















Here’s a new policy with new sales appeal for the 


Juvenile market. 


aviation hazards. 













Estate Builder. 


at retirement. 


National Life’s Estate Builder, issued to children aged 
0 to 14*, increases 5-fold in face amount at age 21. 
(Premium remains level to age 65.) 
When age 21 is reached, no further evidence of insurability 
V is required, regardless of health, occupation, war or 


The Estate Builder builds reserves quickly. More cash is 
available for education or emergencies. 

The Estate Builder teaches a 
has more appeal to parents anc 


py Today’s high estate taxes encourage gifts to children and 


grandchildren — open more sales opportunities for the 


py The very substantial cash values which this policy builds 


up may be taken in cash or used to provide a life income 





— lesson in thrift— 
grandparents. 


*New York ages 5 to 14 











The Estate Builder is a brand new policy. And it’s one of the most 
appealing contracts ever offered. We urge you to learn more about it. If you 
are a full-time agent of another life company, we solicit only surplus and 


special business not acceptable to your company. 


National Life of VERMONT 
Insurance Company 


.. A MUTUAL COMPANY. 


FOUNDED IN 1850 


Monipelin 


. OWNED BY ITS POLICYHOLDERS 
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Thanks a Million !! 


To these members of Bankers Life's MILLIONAIRES CLUB, 
each of whom has personally accounted for more than one 
million of insurance-in-force, we extend our sincere con- 


gratulations. 


Tony Bouska J. E. Knoflicek J. S. Marty 

G. C. Steinhoff Carl Lutz Ivan Smith 

H. D. Coleman O. R. Frey G. G. Norvell 
E. P. Nispel G. W. Arnold Alf Weber 

E. F. Goodrich L. C. Krutz F. A. Sullo 

R. R. Burtner T. H. Eckhoff H. W. Krumwiede 
B. E. Newell V. A. Marshall Chas. Chris 

R. T. Walker Jay Overholser L. B. Leflar 

R. E. Roush G. F. Waugh O. L. Followell 
George Jenkins R. E. Snygg J. F. Smith 

J. S. Spencer Dale Christensen Carlos Stebbins 
S. B. Parker H. E. Werner R. C. Harriss 
Dale Moore D. Paul Fansler F. G. Bentrup 
Glen Stewart Clark Bunn A. L. Mellheran 
Pat Muldoon J.C. Martin Clifford Knowler 
O. L. Deardoff H. W. Calvin H. M. Koepke 
J.H. Rice C. S$. Goodrich K. L. Peterson 
Paul Allen C. M. Stewart J. W. Conley 
C. W. Thorell W. L. Mosgrove E. M. Hart 
J. H. Beck J. H. Brown L. F. Loeffler 

H. J. O'Connor W. J. Boettger 


Bankers Life 
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Assets over $47,000,000 e Insurance in Force over $215,000,000 


tHOW YOU DOING? 


Your production's fine . . . but how's your progress? Even the 


man who has what it takes, has a hard time moving ahead in 
these days of high prices and high taxes. Western Life has 
a solution: higher than average commissions and sharper-than- 
average sales tools. Give these to a good fieldman and the 
problem is solved. 


If you're looking for opportunity and want to raise your sights 
financially, then check with Western soon. You'll find a friendly, 
well-knit organization with an outstanding record of progress. 
There's a world of incentive for the men who can qualify. Write 
us today. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P. ; 








Ralph Engelsman Finds More Realistic 
Agent Attitude Toward Estate Planning 





NEW YORK—During his recent 
speaking tour, which took him to the 
west coast and 
back, Ralph G. 
Engelsman found 
that many general 
agents and man- 
agers have devel- 
oped a more realis- 
tic attitude toward 
estate planning 
and advanced un- 
derwriting. 

Briefly, this 
viewpoint is that 
estate planning 
and advanced un- 
derwriting, with 
their emphasis on R. G. ENGELSMAN 
larger but necessarily fewer sales, have 
an important place but are not a gen- 
eral production cure-all and agents 
should be encouraged to use them only 
when there is pretty definite evidence 
that they have access to the markets 
for which these elaborate techniques 
are appropriate. 

Mr. Engelsman, former general agent 
here for Penn Mutual and now a sales 
consultant, said he had observed a 
tendency for preoccupation with es- 
tate planning to be superseded by a 
realization that 90% of Americans are 
persons of modest means who need pro- 
tection that is carefully arranged and 
programmed but who most of all need 
someone to see them and sell them the 
protection. There are too many people 
who are not being reached by agents. 

Mr. Engelsman emphasized that this 
is not to be taken as a criticism of 
advanced underwriting but said that 
one of the problems in bringing young 
college men into the business is to 
equip them to sell to their natural 
market. This market is mainly men of 
their own age, who are not logical 
candidates for elaborate estate analysis 
treatment. 

The agent needs to Zrow in the busi- 
ness before he can expect prospects 
with complex problem~ to entrust them 
to him, Mr. Engelsman pointed out, ob- 
serving that that’s the way it’s done in 
other businesses. No other line of busi- 
ness would send out a novice salesman 
to deal with important customers who 
need careful guidance in their com- 





plicated problems. 

Mr. Engelsman also feels that the 
life insurance business is missing 
many good potential recruits whom it 
could get if it recruited them for the 
business of life insurance, not just for 
selling. Some of these would wind up 
in sales work while others would land 
in other branches of the business for 
which they might be better suited. 

Corporations in other fields, he noted, 
have company-wide recruiting pro- 
grams. Some of the men, but by no 
means all, find their way into sales 
work. If a life company had an over- 
all recruiting program it could do 
much toward making the best use of a 
lot of manpower it now loses. 





Texas Junior Bar Seeks 


New Small Loan Law 


Texas Junior Bar Assn. is campaign- 
ing for a new small loan law to guard 
borrowers against the dangers of 
“credit insurance.” The drive was 
prompted in part by studies which 
have shown that loan sharks often re- 
quire clients to take out A. & H. and 
life coverage to protect their “interest.” 

In a typical instance, the organiza- 
tion was told at its annual meeting in 
Dallas, a loan of $25 was inflated to 
$34.20, and because the borrower was 
delinquent in one payment, his debt 
was increased further. These loan 
companies are collecting 140% inter- 
est in some cases, it was stated, and 
often receive a commission of 85%, 
while the insurance company that 
writes the policy receives 15% of the 
premium. 





Long-Time Advertisers 


The Saturday Evening Post recently 
advertised a list of companies adver- 
tising in the Post for 10 years or longer. 
Among the life companies were Pru- 
dential, 49 years; Metropolitan, 31 
years; Penn Mutual, 25 years; Mutual 
of New York, 23 years; John Hancock, 
20 years; New England Mutual, 20 
years; National Life of Vermont, 19 
years; Northwestern Mutual, 19 years; 
State Farm companies of Illinois, 14 
years; New York Life, 13 years; Mutual 
Benefit, 12 years. 














The first individual accident and sickness policy issued by Bankers Life of 
Iowa was presented to President E. M. McConney. Looking over the policy are, 
left to right, J. C. Archibald, underwriting vice-president in charge of home 
office A. & S.; Harry L. Graham, secretary, A. & S. department; Mr. McConney, 
and M. E. Lewis, director of agencies. The company set the stage for individual 
policies of this type in October, 1951, and has introduced three basic forms, 
including accident expense, accident disability, and accident and sickness. 
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LEGISLATIVE LIMITATION Franklin Goes Over President's Drive Goal 


Martin Suggests Life Industry Review 
Problem of Per-Life Limits on Group 


NEW YORK—A suggestion that the 
life insurance industry review the 
entire problem of per-life limits on 
group insurance to determine whether 
or not a legislative limitation is a 
proper solution was advanced by Com- 
missioner Martin of Louisiana, presi- 
dent of the National Assn. of Insurance 
Commissioners, at the annual meeting 
here of the Life Insurance Assn. of 
American. 

“The infinite number of groups eli- 
gible for group coverage present many 
variations in both economic and social 
conditions and require individual con- 
sideration”, he said. “Because of the 
periodic variation between groups, and 
the variation in the general conditions, 
I wonder if a legislative limitation is 
the proper solution. I believe you 
should first satisfy yourself that the 
underlying philosophy which supports 
your request for a limitation is correct. 

“Once you are satisfied of this, I 
urge you to make a determined effort 
to present to the commissioners at an 
early date your specific recommenda- 
tions for the changes desired in this 
group definition, together with the 
underlying logical reasons which ex- 
plain and justify such recommended 
changes. 

@ e e 


“I should like to make this further 
suggestion with respect to group insur- 
ance. There are today literally billions 
of dollars invested in this form of in- 
surance. Most of you are doing an ex- 
cellent job of selling this coverage, but 
I wonder if the industry is at the same 
time as effectively selling the public on 
just what group insurance is. 

“Are the people being adequately 
educated to the limitations as well as to 
the potentialities, of this form of cover- 
age?” 

Mr. Martin said it goes without say- 
ing that individual life insurance is 
much more desirable as a form of 
coverage, in that it is not subject to 
vagaries of changing employment and 
other transitory acts. Moreover, ordi- 
nary life encourages thrift in the poli- 
cyholder, and gives the insured per- 
manent protection, as compared with 
the temporary security offered by 
group coverage. 

“In short, while not seeking to mini- 
mize the undoubted benefits that group 
coverage does hold, I think we are 
agreed that its function is supplemen- 
tary, rather than self-sufficient,” he 
said. “The insuring public should be 
made cognizant of this. I recommend 
that you emphasize this in the educa- 
tional work that you do through your 
individual companies and the associa- 
tion.” 

e e e 


In connection with the group life 
definition, Mr. Martin said this is an 
attempt at uniformity and it is a natu- 
ral desire on the part of the insurance 
regulatory officials and the company 
executives to seek uniformity wherever 
possible, especially with respect to the 
laws, regulations, and procedures. This 
makes for more efficient and economi- 
cal operations throughout the industry. 

“But we must not permit the quest 
for uniformity to lead us into regimen- 
tation”, he said. “We must not pursue 
uniformity to the length that it would 
stifle individual initiative and innova- 
tion. The insurance industry and the 
laws and regulations under which it 
works must remain flexible.” 

Mr. Martin urged life companies to 
make a determined effort at experi- 
mentation in new fields of coverage 
and new policy forms, in order to curb 
the expansion of government into this 
area of business. 

_ “Such encroachment is not only det- 
rimental to private insurance, but in 


some cases actually operates to exclude 
it,’ he said. “The best insurance that 
you could possibly have against this 
trend is to provide new forms of cover- 
age that will meet the ever-increasing 
needs of a changing economy. When- 
ever you find that you can enlarge 
your services, consistent with sound 
underwriting purposes, make every ef- 
fort to do it”. 

Citing the social security program 
and so-called state funds as examples 
of government operation of phases of 
the insurance business, Mr. Martin said 
that, while the recent national elec- 
tion gives reason to hope that govern- 
ment encroachment might be curbed, 
“Let me suggest that the pendulum 
will neither swing in the opposite di- 
rection nor even remain static, without 
appropriate action on your part.” 





Van Beynum Retires 
from Travelers “Ad” 
Post After 32 Years 


C. W. Van Beynum, manager of the 
public information and advertising de- 
partment of Trav- 
elers, will retire at 
the end of Decem- 
ber after more 
than 32 years with 
that company. He 
joined Travelers 
in the publicity 


department in 
1920. He was 
named assistant 
manager in 1923 
and manager in 
1926. 





He inaugurated 
the extensive na- 
tional advertising 
program of the company in 1931 and 
has also directed its public relations, 
publicity and sales aids programs. 

Early in his career, Mr. Van Beynum 
was a newspaper man at Janesville, 
Wis., and spent three years in the fire 
insurance business as an agent and 
inspector in Wisconsin. 

Immediately before going with Trav- 
elers, he spent more than nine years 
with THE NATIONAL UNDERWRITER at 
Chicago in both the editorial and busi- 
ness departments. 

He has been active in advertising, 
publicity and public relations commit- 
tee work with Life Insurance Adver- 
tisers Assn., Assn. of Casualty & Surety 
Companies, National Board of Fire 
Underwriters and Insurance Advertis- 
ing Conference. He was recently elected 
to the lower house of the Connecticut 
legislature. 

For several years, Mr. Van Beynum 
and his wife have given considerable 
attention to the raising and exhibiting 
of Welsh Corgi dogs. He plans to devote 
even more time to this hobby. 


C. W. Van Beynum 
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E. Becker, president of Franklin Life, 
the sales organization exceeded the 
goal of $56 million of new business 
during a six weeks sales drive ending 
Nov. 30, thereby setting an all-time 
record. Among the individual records 
was the $810,000 in new sales registered 
by Leo J. Fox, Fond du Lac, Wis. 

As is traditional, members of the 
home office executive staff greeted Mr. 
Becker with a huge birthday cake. 

Shown from left, seated: B. G. Har- 
rison, vice-president-treasurer; Louis 
F. Gillespie, vice-president and gen- 
eral counsel; Chas. E. Becker, presi- 


ey Bi 








dent; Chas. Becker, Jr., assistant to 
the president; R. A. Frederick, admin- 
istrative vice-president. Standing, left 
to right: Harry Gibson, purchasing 
agent; F. J. O’Brien, vice-president and 
director of sales promotion; Lillian 
Gilster, assistant director of sales pro- 
motion; Wesley Hardin, agency super- 
visor; Dr. William F. O’Neil, vice- 
president and medical director; Ray 
Bailey, agency comptroller; Louis 
Striebeck, comptroller; James Abels, 
agency statistician; Henry Lutz, vice- 
president, and Floyd Short, vice-presi- 
dent. 








Dr. Huebner Honored at 


N.Y. Managers’ Dinner 


NEW YORK—Dr. S. S. Huebner, 
famed insurance educator, was hon- 
ored at the annual dinner of New York 
City Managers Assn., at which the as- 
sociation was also host to many home 
office executives. More than 500 were 
on hand to pay tribute to Dr. Huebner 
and witness the Gridiron show that 
folowed. An account of the dinner and 
= show will appear in next weck’s 
ssue. 


U. S. Life Progress Told at 
New York Regional Meeting 


New policy plans, advance under- 
writing information, sales promotion 
helps and a report of company progress 
in the past six months highlighted the 
regional managers’ meeting held at 
New York by United States Life. A 
new Sales plan combining monthly dis- 
ability income with mortgage insur- 
ance, and more liberal non-medical 
and military coverages were introduced 
and reports were given on additional 
plans under development. 

Raymond H. Belknap, president, said 
that during the past six months U. S. 
Life has appointed 23 new agencies 
and entered six additional states: Kan- 
sas, Oregon, Ohio, Pennsylvania, Wash- 
ington, and Minnesota. These new 
agencies, all appointed since the com- 
pany’s association with the Continen- 
tal companies last May, have almest 
doubled the number of its sales outlets 
in this country. He estimated that the 
new agencies will produce new busi- 
ness in 1953 equal to approximately 
one-half of the company’s total do- 


mestic business in 1952. 

New paid-for production has shown 
progressively larger increases over last 
year’s figures each month since May. 


E. P. Richardson to End 
Mutual Benefit Career, 
Robbins is Successor 


Edgar Richardson will retire as gen- 
eral agent of Mutual Benefit Life at 
Lexington, Ky., 
after 41 years of 
service. He will be 
succeeded by Earl 
G. Robbins. The 
change will take 
place May 1, 1953. 

Mr. Richardson 
began his Mutual 
Benefit career in 
1912 in Kentucky. 
He later went to 
Mexico, Mo., or- 
ganizing that ter- 
ritory as a new 
general agency. He 
returned to Ken- 
tucky in 1927 as general agent at Lex- 
ington. Under Richardson’s leadership, 
the Lexington agency won many com- 
pany honors and is the only one to 
have won the President’s Trophy (for 
best all-round results) and the New 
Organization Award (for outstanding 
performance of new men) in one year. 

Mr. Robbins entered life insurance 
at Lexington with Mutual Benefit Life. 
Last year he was a member of the 
Million Dollar Round Table Origin- 
ally in the educational field, he taught 
courses in agriculture and later became 
director of veterans training in Ken- 
tucky for the veterans administration. 








Edgar Richardson 








Additional Dividend Action Announced by Companies 











Funds Left With Company Funds Left With Company 
t ~ ct A a“ 
Non- Non- 
Current Old with- With- Accum. Current Old with- With- Accum. 
Company Policies Policies — a a Div'ds. Company Policies Policies drawable drawable Div’'ds. 
(4 {i 
Bankers Life, Ia.......... Same as '52 Same as '52 2.85 2'85 3 John Hancock........... Same as '52 Same as '52 3” 3” v 
Boston Mutual........... by be 2.5 2 2 Manufacturers. ...... .. Same as '52(e) Same as '52(e) 3 3 3 
Business Men’s........... “ ” 2.5 2.5 2.5 Mutual Life, Can......... Sameas’52 .......... 3.5 3.5 3.5 
California-Western....... “ § 2 2 3 New England Mutual... .. s Same as '52 3 3 3 
Columbus Mutural....... hi “ 3 3 3 Northwestern Mutual... .. Increased Increased 2.75 2.75 2.75 
Confederation, Can....... Approx. 10% wg 10% 3 3 3.5 Ohio State............... Appa 4% Slight Inc.(f) 3 2.5 3 
ne. ne. ne. 
Connecticut Genl......... Same as ’52 Sameas’52(d) 3 3 3 Pan-American............ eas’52 Same as ‘52 3 3 3 
Farm Bureau, Mo........ _ Same as '52 2.5 2.5 2.5 Provident Mutual... _ . 3 3 3 
Great Southern.......... « Approx. 18% 3 2 3 Sunset Life.............. S y 3 2.5 3 
Inc. Teachers Ins. & Ann...... 7 a 2.75 2 <a 
Great-West.............. by Same as '52 3.25 3.25 3.25 Western Life, Mont....... Ms be 3 3 3 
Jefferson National........ i * 2.5 2 2.5 


(d) nog that in 1953 payment of dividends on fully paid policies issued prior to 1937 will be resumed. (¢) Except dividends for policies issued after age 55 are increased. (f) On 


some plans. 
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Is This How It Will Be in 1975? 


Setting our inhibitors at zero and 
our imaginations at full speed ahead, 
let’s project ourselves to 1975 and try 
to see how electronic computers, con- 
trols and other devices will have chang- 
ed the life insurance business. 

John Q. Agent, III, member of a fam- 
ily long known in the life insurance 
business, has just convinced his pros- 
pect, Mr. Dulles Ditchwater, that he 
should buy a $25,000 policy in Mecha- 
nized Mutual Life. 

“I’m glad you’re buying this policy,” 
Mr. Agent is saying to his prospect. 
“But I’m not surprised, because the 
odds were better than 20 to 1 that you’d 
buy. Our home office Need-O-Graph 
analyzed the vast mass of data we 
had collected about you. It indicated 
that you needed this insurance and 
were the type of man who would buy 
it if shown the need. Now if we can 
just record the necessary facts for our 
underwriting department, we can get 
this insurance in force right away.” 

“Doesn’t there have to be a medical 
examination?” asks Mr. Ditchwater. 

“T guess it’s been quite a while since 
you bought any life insurance,” re- 
marks the agent, with a smile. “We 
don’t call in a doctor unless a case is 
a lot bigger than this one. You'll see 
how we’ve improved things. Now, just 
let me fasten this strap around your 
chest, put this blood-pressure and 
pulse-counter gadget on your arm, and 
tape on these electrical leads.” 

“From what I’ve read, this stuff looks 
like a combination electrocardiograph 
and lie-detector,” the buyer observes. 

Mr. Agent looks pained. “Let’s not 
call it a lie-detector’”’, he suggests. “We 
know it as the Electronic Substantiator. 
It will scientifically substantiate what 
you say on the application. It would 
be indelicate to call it a lie-detector, 
for we are confident there will be no 
lies to detect. But of course if there 
should be any .. .” 

“Well, where’s the application?” Mr. 
Ditchwater asks, pulling out his pen. 

“Say, you really are out of touch with 
life insurance developments,” Mr. 
Agent replies in some amazement. “We 
haven’t used those things in years. 
After all, the application blank was 
just to assemble the information about 
the applicant so the underwriting de- 
partment could decide if he was a safe 
risk. With machine’ underwriting, 
there’s an easier way.” 

From a slightly over-sized briefcase, 
Mr. Agent took what looked like the 
keyboard of a typewriter. From it ran 
wires to the briefcase, to which the 
various devices hung on the applicant 


were also connected. 

“With this I punch in the data about 
you,” Mr. Agent explains. “On the same 
tape your reactions are recorded by the 
Electronic Substantiator. When I ask 
you if you plan to take up parachute 
jumping, sports-cars racing, or if you 
drink too much or have any other hab- 
its we regard as deplorable, the sub- 
stantiator will detect any—uh—inac- 
curacy in your answers. 

“When I get back to the agency we 
will run the tape through the Auto- 
matic Underwriter. It will analyze the 
data and if you are a standard risk it 
will automatically write up your policy, 
while at the same time recording all 
the necessary data in its electronic 
memory, where it will always be in- 
stantly available if needed at any time 
in the future. It will even record my 
commission credit and at the proper 
time automatically transmit it to the 
automatic check-writing machine, and 
the check will be dropped into my box 
by an electronically controlled sorter.” 

“What if I don’t qualify,” asks Mr. 
Ditchwater. 

“If you are rejected, the underwrit- 
ing machine will have a notice put in 
my box. If you are substandard, the 
machine will write up the policy with 
the proper rating and indicate why 
you are lucky to get any insurance at 
ai.” 

“IT notice that all this is handled in 
your agency,” Mr. Ditchwater remarks. 
“Doesn’t it have to go to the home 
office for a decision?” 

“No. In a big agency like ours we 
have enough business to make it worth 
while to have our own electronic un- 
derwriter. A smaller agency would send 
its data-tapes to the nearest large agen- 
cy or the home office. The machine 
does its job almost instantaneously so 
the time in transit is the only delay. 
And for a rush job, an agency can run 
the tape through a little gadget that 
transmits the information by wire to 
the nearest office having an automatic 
underwriter. Duplicate tapes are re- 
corded to permit the home office to 
keep its records, which of course are 
in the same type of electronic memory 
units.” 

“Don’t you ever get some decisions 
that the machine can’t take care of?” 
asks Mr. Ditchwater. “What do you do 
about those?” 

“Yes, it’s true that the machines can’t 
really think—they just make decisions 
according to the instructions we’ve giv- 
en them,” answers Mr. Agent. “We 
take care of those border-line cases by 
setting the machine so as to be as lib- 


eral as we think any human under- 
writer would be. That way we take a 
few more sour cases than if we had 
human underwriters, but the increase 
in mortality is so trifling that it’s noth- 
ing compared to what it would cost to 
hire underwriters to decide these spe- 
cial cases.” 

“What about the investment depart- 
ment?” asks the buyer. “I don’t see 
how you could make that automatic.” 

“Actually, that was even easier than 
mechanizing the underwriting depart- 
ment,” the agent replies. “Investing, to 
a much greater degree than underwrit- 
ing, depends on a very precise apprais- 
al of a great many bits of information, 
all of which can be assembled and 
evaluated if anybody has the time to 
do it. Because of its incredible speed in 
doing these routine comparison and 
checking jobs, the machine can decide 
not only whether we should invest in a 
certain bond issue or mortgage, for 
example, but its decisions can be ad- 
justed so they will be liberal or tough, 
reflecting our need or surfeit in that 
particular category. Of course, the ma- 
chine is never going to make a brilli- 
ant speculative decision, but that isn’t 
the sort of thing we need in life insur- 
ance, anyway. 

“Another thing, you probably don’t 
recall what a hit-and-miss proposition 
it used to be for life insurance compa- 
nies to select the men they would hire 
as agents and the even worse trouble 
they had in deciding which ones to fire. 
Well, we select agents with the help 
of the Electronic Substantiator, just the 


same as we select applicants for insur. 
ance, and then by a few adjustments 
on the Automatic Underwriter we can 
tell within a fraction of 1% whether 
the agent will be successful or not. It 
can also tell when an_unsuccessfy] 
agent should be terminated. Of course, 
we’ve been helped tremendously by 
machine analysis of the great variety 
of factors that influence an agent’s 
suitability for the business, but even 
more important is the fact that the 
automatic underwriter has no emotions. 
It weighs all the facts, as facts, and 
doesn’t get them mixed up with wheth- 
er the manager desperately needs a 
couple of new agents or is addicted to 
wishful thinking. 

“Incidentally, I understand that the 
Interplanetary Machines Corporation 
is working on a new portable electronic 
substantiator and underwriter that wil] 
enable me to sit right here in your 
office and grind out your policy as 
quick as I can punch in the data. Bui 
I think the present system is plenty 
good enough. It’s soundly established, 
fool-proof and accurate. I think I’d be 
suspicious of those new-fangled con- 
traptions.” 

Fantastic as all this may sound, we 
have an uneasy suspicion that maybe 
it really isn’t anywhere near as fan- 
tastic as what may eventually ma- 
terialize. But there’s at least this re- 
assuring thought: Even with imagina- 
tion at full throttle, we can’t conceive 
of any electronic or mechanical device 
that would make the agent’s services 
any less essential than they are today. 
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Taps for ‘Reveille’ Unless... 


The Life Insurance Field Force of 
America, which for some time has been 
affiliated with the CIO, recently re- 
linquished its efforts to organize the 
ordinary life insurance agents into a 
union and turned the job over entirely 
to the CIO. One of the results will ap- 
parently be the discontinuance of “Life 
Insurance Reveille,” edited by Mrs. 
Nola Patterson of Atlanta. 

Aside from L.I.F.F.A. members and 
sympathizers, “Reveille” has had quite 
a few readers who took the paper to 
see what was going on in this highly 
articulate group and to savor Mrs. 
Patterson’s peppery prose. In the latest 
issue of “Reveille” Mrs. Patterson an- 
nounced it would be the last, unless 
voluntary financial support is forth- 
coming to keep the publication going. 





Gives Advice on Inflation 


M. S. Rukeyser, financial columnist 
for International News Service, gave 
some advice that could well be heeded 
by the prospect who hesitates to buy 
life insurance because he is afraid of 
further inflation. Asked on a recent 


radio program whether life insurance 
is desirable in times of inflation, Mr. 
Rukeyser said: 

“, . . There’s no other way to bring 
an estate for a family into fruition by 
a single stroke of the pen. Theorists 
may talk of better hedges against in- 
flation. But even if the breadwinner 
knew all about them, no one could 
assure him that he would avoid being 
knocked down and killed by an auto- 
mobile before he could patiently build 
up an inflation-resisting estate through 
the slow process of saving and invest- 
ing.” 


Dr. Nadler Sees Bright Future 


While there are bound to be “swings” 
in the national economy, the future 
looks bright, according to Dr. Marcus 
Nadler, consulting economist of the 
Hanover Bank of New York City. 

Dr. Nadler states in his monthly re- 
port that any future decline will prob- 
ably be short-lived unless it should 
be aggravated by “unwarranted and 
short-sighted pessimism.” He strongly 
advised against running to Washington 
for help in the event of a recession. 

“Tne American economy is strong 
enough to stand on its two feet,” he 
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said. “If left alone, but, assisted by 
wise credit policies, it will soon over- 
come any difficulties that may arise in 
the future and proceed to higher levels 
of business activity and a higher gener- 
al standard of living.” 

The financial position of industry is 
one of the strongest elements in the 
economic picture, Dr. Nadler pointed 
out, saying that the substantial increase 
in corporate indebtedness in recent 
years has been accompanied by a sharp 
increase in working capital. The latter 
rose from $24% billion at the end of 
1939 to $85.7 billion as of June 30, 1952. 

“Even when the reduction of the 
purchasing power of the dollar is taken 
into account this is a very sizable 
gain,” he observed. 


PERSONALS 


Herbert O. Fishback, vice-president 
of Northern Life of Seattle, is now at 
his home after being confined to the 
hospital for many weeks recovering 
from the effects of a bad fall during 
the convention of Washington State 
Assn. of Insurance Agents. He is gain- 
ing steadily in strength and is given 
assurance by his doctors that he will 
be as good as ever eventually. 


Edwin G. Shelp and William E. 
Slimp, partners in the Shelp & Slimp 














E. G. Shelp 


agency, have been appointed general 
agents for Pan-American Life in St. 
Louis and vicinity. 


W. Percy Mullen, 64, is marking his 
50th year with Great-West Life. He 
joined the company at the age of 14 
and is the first man in Great-West’s 
history to exceed 50 years’ service. In 
1910 Mr. Mullen was appointed cashier 
at the head office and the following 
year was transferred to Vancouver. In 


_W. E. Slimp 


1915 he went to Toronto as cashier, 
where he is presently serving. Mr. 
Mullen was named branch secretary in 
1932, which put him in charge of the 
company’s five Toronto branches. 


U. A. Gentry, who will succeed J. 
Herbert Graves as Arkansas commis- 





U. A. GENTRY 


sioner with the change of administra- 
tion in January, formerly held that 
post from 1933 to 1937. 


Cc. J. McCann, actuary and chief 
examiner of the Florida department, is 
making a strong recovery at Tallahas- 
see Memorial hospital from a heart 
attack some two weeks ago. 


Blair R. Studebaker, manager of 
Prudential at Wilkinsburg, Pa., was 
elected president of his borough’s 
school board. 


Paul F. Grove, Jr., was honored at 
Washington, D. C., at a luncheon 
marking his 25th anniversary as an 
agent with Home Life of New York. 


Leo K. Volk, general agent of Bank- 
ers National at Detroit, was knocked 
down by an automobile in New York 
City while on his way to the company’s 
silver anniversary dinner there. He 
was seriously injured but is convalesc- 
ing satisfactorily. 

James F. Truman, business insur- 
ance specialist, was honored by asso- 
ciates of the Lawrence agency of 


on his 25th anniversary with the com- 
pany. He was presented a service pin 
at a dinner at the Union League Club. 


Philip K. Robinson, vice-president of 
Northwestern Mutual Life, has been 
selected to receive the civic service 
award of the Milwaukee Eagles Club 
“for service to the community,” par- 
ticularly for his contribution to the lo- 
cal chapter and national body of 
American National Red Cross. He is 
a member of the national board of 
governors at present. 


A. J. Jensen, North Dakota com- 
missioner, was called away from the 
N.A.IL.C. meeting at New York Tues- 
day by the death of his sister-in-law, 
Mrs. H. K. Jensen, at Minneapolis. 


Marion A. Bills, assistant secretary 
of Aetna Life, is the author of an arti- 
cle in December Office Executive, 
“How Is Your Interviewing Skill?” 

Gerard B. Tracy, Prudential man- 
ager in New York City, recently ap- 
peared on the “Mike & Buff” television 
show. 





Lamar Denies Sale Rumor 


The management of Lamar Life of 
Jackson, Miss., was quoted in promi- 
nently headlined stories in the news- 
papers there as denying reports that a 
deal is on to sell Lamar Life to C. W. 
Murchison of Dallas. 

The latter owns Atlantic Life and at 
one time owned Reserve Loan Life. 

President P. K. Lutken in a message 
to the field force confirmed that an 
offer of $102.50 per share had been 
made for the capital stock by Mr. Mur- 
chison. The offer, however, expired 
with no action having been taken. 


Lloyd Takes Cleveland Post 


Albert D. Lloyd has been named dis- 
trict manager at Cleveland for Mid- 
western United Life, which began op- 
erations in Ohio last August. He for- 
merly was general agent at Evansville, 
Ind. 








Dillman New General Agent 


Carl L. Dillman, Jr. has been ap- 
pointed general agent for Philadelphia 
Life in Chester County, Pa. He also 
will continue his activities in greater 
Philadelphia. 

A navy veteran, Mr. Dillman started 
his life insurance career at Philadel- 
phia with Home Life of New York. In 
1951 he went with Berkshire Life there 


Massachusetts Mutual Life at Chicagoas a supervisor. 


DEATHS 


BERT A. HEDGES, Kansas manager 
of Business Men’s Assurance with head- 
quarters at Wich- 
ita, one of the 
most _ prominent 
participants in the 
affairs of agents’ 
organizations in 
the life and A. & 
H. field, died Dec. 
8 at Wichita Wes- 
ley hospital after 
an illness of sever- 
al weeks. Mr. 
Hedges’ health for 
the past two or 
three years has 
been poor, but he 
continued without 
letup to be one of the spark plugs in 
agency affairs, last June being elected 
a vice-president of International Assn. 
of A. & H. Underwriters. 

Mr. Hedges joined the home office 
of B.M.A. as director of field service 
and sales training in 1929. Three years 
later he moved to Wichita and became 
state manager for Kansas. He has al- 
ways had an outstanding record as a 
personal producer and as a recruiter 
and trainer of salesmen. His agency 
has been consistently one of the lead- 
ing offices of B.M.A. He entered in- 
surance as an agent for Equitable Life 
of Iowa. His brother, Herbert A. 
Hedges, Equitable general agent at 
Kansas City, is former president of 
N.A.L.U. 

At the annual convention of Inter- 
national Assn. of A. & H. Underwriters 
last June, Mr. Hedges was presented 
the Harold R. Gordon Memorial Award 
as “Man of the Year” in A. & H. in- 
surance. He was also elected a vice- 
president of the association and a 
member of the executive board. With 
N.A.L.U., Mr. Hedges was chairman 
of the general agents and managers 
committee, and chairman of the sub- 
committee on A. & H. education. He 
formed and was the first president of 
the Kansas Assn. of A. & H. Under- 
writers. He made it a policy that every 
member of his agency joined the field 
organizations. 

Mr. Hedges was a leader in sales 
training. He was the author of two 
books on insurance selling and a num- 
ber of articles on this subject. He was 
chairman of the disability sales course 
of the A. & H. association and was 
largely responsible for preparing the 
textbooks, the outlines for instructors 

(CONTINUED ON PAGE 17%) 
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fers AN UNUSUALLY WIDE VARIETY 


OF ATTRACTIVE PERSONAL PROTECTION PLANS, 


INCLUDING—« Two low cost Preferred Risk policies. 
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are cordially inviled lo call the nearest Guardian 
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FIFTY 


© Very low premium Term contracts, running for 


© A $10 per $1,000 disability income provision. 
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COMPANY MEN 


Kroeg Jefferson National 


Underwriting Manager 


A. Alexander Kroeg has been ap- 
pointed manager of the underwriting 
and service de- 
partment of Jef- 
ferson National. 
He entered life in- 
surance in 1934 
with Liberty Life, 
and served in var- 
ious home office 
positions. His most 
recent position, be- 
fore joining Jef- 
ferson National, 
was as chief un- 
derwriter for 
Coastal States 
Life. 

Mr. Kroeg is a 
veteran of five years in the army and 
a graduate of the College of Charles- 
ton, S. C. A fellow of L.O.M.A.I., he al- 
so holds the certificate of proficiency 
awarded by Institute of Home Office 
Underwriters. 








A. Alexander Kroeg 





Hamilton Resigns Post as 


Paul Revere Canada Chief 


William E. Hamilton has resigned as 
vice-president and general manager for 
Canada of Paul Revere Life. There is 
no immediate announcement of his fu- 
ture plans. Until a successor is named, 
John Goad, Canadian superintendent of 
agencies, will supervise Dominion ac- 
tivities. 

Mr. Hamilton had headed Paul Re- 
vere operations in Canada since its en- 
try there two years ago. Previously he 
had been active in life insurance sales 
work for 6 years, much of that time 
operating a business established by his 
father with Sun Life of Canada more 
than 50 years ago. 





Alexander, Taylor Advanced 
by Sun Life of Canada 


Sun Life of Canada has advanced 
E. R. Alexander, treasurer, to vice- 
president and treasurer, and R. D. Tay- 
lor, general counsel, to vice-president 
and general counsel. 

Mr. Alexander joined the invest- 
ment department in 1925. Mr. Taylor 
has been with the company since 1923. 





Federal L. & C. Promotions 


Federal Life & Casualty has pro- 
moted J. A. Cairns to vice-president 
in charge of claims and A. F. Reinhard 
to secretary. 

Mr. Cairns has been with the com- 
pany the past year as superintendent 
of the claim department. He is a fel- 
low of Life Office Management Assn. 

Mr. Reinhard joined the company 10 
years ago as auditor. The past two 
years he has served as manager of the 
investment department, and will con- 
tinue in that post. 


To Mutual Life Home Office 


Howard E. Barnhill and Ray H. Lar- 
rabee have been promoted to training 
assistants at the home office staff of 
Mutual Life. 

In their new post, they will assist in 
the training and development of new 
field underwriters under the company’s 
training program. 

Mr. Barnhill joined Mutual Life as 
an agent at Cleveland in 1946, advanc- 
ing to assistant manager in 1948. He is 
a navy veteran of World War II and 
was recalled to active duty in 1950, 
serving until May of this year when he 
resumed his life insurance career. 

Before joining the company as an 
agent in 1948, Mr. Larrabee was a 





Jersey school system. An army veter- 
an, he has been an assistant manager 
at Newark since 1950. 


Hull Gets Medical Post 
with Bankers of Iowa 


Dr. Gene I. Hull has joined Bankers 
of Iowa as assistant medical director. 
A graduate of Princeton University 
and Tufts medical college, Dr. Hull 
interned at Broadlawns hospital, Des 
Moines. 

Dr. Hull served four years in the 
medical corps as part of his training, 
and recently returned from a tour of 
duty at Offutt Air Force Base, Omaha. 


Smith Assistant Actuary 


F. Eugene Smith has been appointed 
assistant actuary in charge of group 
insurance for North American Life of 
Canada. He is a graduate of McMaster 
University and a fellow of Society of 
Actuaries. He took post-graduate work 
at University of Toronto. He joined 
North American in 1946 and in 1950 
was appointed manager of the group 
department. Mr. Smith served with 
R. A. F. in the last war. 








Enlarge Gen’! American Ad Statf 


Mrs. Betty Humberg has been named 
editorial assistant in the advertising 
and publicity department of General 
American Life. 

A graduate of the Missouri Univer- 
sity school of journalism, she worked 
for two years on the Dallas Times- 
Herald and for three years was with 
Edison Brothers of St. Louis as assist- 
ant editor of that company’s publica- 
tion. 








COMPANIES 


Mid-States Life Plans 
Credit Life Expansion 


Mid-States Life of Orlando, Fila., 
that got in operation last July as a 
credit life insurance underwriting fa- 
cility, is making plans to expand. It is 
owned by Mid-States Ins. Co. of Chi- 
cago which in turn is a subsidiary of 
General Finance Co. It has _ been 
licensed in Florida, Georgia and Texas 
and now intends to apply for admission 
to Illinois. 

It started with $100,000 capital and 
$100,000 net surplus and has about 
$20 million insurance in force. It has 
not entered the credit A. & H. field. 
Ray Titus is president. 








Has N. C. Company Switch 


Girardian Ins. Co. of Dallas has been 
licensed in North Carolina and will 
replace Girard Life, which plans to 
withdraw from the state April 1 and 
confine its activities to Texas. 

The recently formed Girardian is 
headed by Charles W. Windham, who 
also is president of Guardian Under- 
writers Ins. Co. and Girard Life, both 
of Dallas. 


Great-West's Best November 


Last month was the best November 
of any year for Great-West Life. The 
month’s production of $37,500,000 
brought the year-to-date total to $302,- 
500,000, an increase of $31,643,000 over 
the same period last year. The increase 
was reflected in both American and 
Canadian business. 

The Chicago office noted its best 
November on record and led the field 
organization for the 11th consecutive 
month with more than $2%4 million. 
Winnipeg, also recording its best 
month, placed second with $2,200,000. 
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California was third with $1,354,000, 
followed by Montreal Central, Van- 
couver and Minneapolis. 

Leading agent of the month was M. 
Galnick of Chicago. 





Sun Life, Canada, Sets 
President's Month Record 


The largest volume of business of 
any President’s Month in the history 
of Sun Life of Canada was written in 
November. Honoring President George 
w. Bourke, the 10,781 applications rep- 
resenting business of more than $45 
million and new group exceeding $27 
milion. 

The Vancouver branch secured the 
greatest number of applications—393— 
while H. H. Hyman, Regina, and J ames 
I. Taylor, Philadelphia, were indivi- 
dual leaders. 





Fidelity Mutual Begins 75th Year 


with $% Billion in Force 

On the first day of its 75th anniver- 
sary year, Fidelity Mutual Life 
rounded out $750 million of insurance 
in force. 





Hear Manza at Newark 


Louis A. Manza, division supervisor 
in Metropolitan Life’s field training 
division, addressed a meeting of New- 
ark C.L.U. chapter. William V. Wins- 
low, Jr., superintendent of agencies of 
Prudential, presented a certificate of 
appreciation for her services as pres- 
ident in 1951-1952 to Miss Mildred 
Stone, director of policyowners serv- 
ices of Mutual Benefit Life. 

Mr. Manza treated in a broad way 
the value to the individual of life in- 
surance as a means of meeting the lia- 
bility incurred by federal estate taxes. 
He emphasized the importance of a 
thorough examination of the federal 
estate tax form 706 in planning to meet 
such taxes. 


Writes $8 Million lst Year 


American Guarantee Life, Port- 
land, Ore., will close its first year of 
operation Dec. 19 with more than $8 
million life insurance written and more 
than 3,000 A. & H. and hospital policies 
in force. The company expects to add 
$250,000 to its capital and surplus, 
enter additional states and enlarge its 
field force in the coming year. 








$112 Billion in Force 


Provident Mutual now has more 
than $1 billion of insurance in force. 





Retains Crown Lite Connection 


Robert L. Rhodes, who becomes sec- 
retary-treasurer of the newly formed 
Hutson-Rhodes, Inc., agency at Jack- 
sonville, Fla., retains his position, how- 
ever, as general agent of Crown Life 
of Canada. He was at one time general 
agent at Jacksonville for Mutual Ben- 
efit Life. President of the agency is 
Eyare M. Hutson. 





Tennessee Valley Life, Jackson, 
Tenn., is arranging to increase its 
capital from $146,118 to $200,000 by 
selling 53,000 shares at $3.50 a share 
to present stockholders on the basis of 
one share for each three shares now 
owned. Par value is $1. 


Oklahoma Assistant Resigns 


Ralph W. Russell, first assistant in- 
surance commissioner of Oklahoma 
since 1944, has resigned to become 
associated with Empire Life of Okla- 
homa City and to engage in law prac- 
tice. His duties included supervision 
of examinations, legislative matters, 
admission of out-of-state companies 
and special problems affecting insur- 
ance regulation and supervision. 








MANAGERS 


Olson Takes Over as Chief 
of Boston Managers’ Group 


Laurence E. Olson, manager of the 
Prudential ordinary agency at Boston, 
was elected president of General 





Agents & Life Managers Assn. of Bos- © 


ton at the annual meeting. 
William R. Robertson, Massachusetts 


Mutual, is the new vice-president, 
Winslow S. Cobb, Jr., Connecticut 
Mutual, was named _ treasurer, 


tary. 


To Host Managers at N.Y.C. 


The annual Christmas party and 
dinner of New York City Life Super- 
visors Assn. will take place Dec. 16 
at the Drug & Chemical club. Members 
will be hosts to their general agents 
and managers. 





Schwemm Raises Sights 


Earl M. Schwemm, manager for 
Great-West Life at Chicago spoke on 
“Raising the Sights of Our Men” at 
the breakfast meeting of Columbia (S. 
C.) managers that preceded the Insur- 
ance Day seminar, sponsored there by 
the state association of life under- 
writers and University of South Caro- 
lina. 





Austin, Tex., cashiers heard James 
Kennedy of the F.B.I. describe the 
qualifications of F.B.I. agents and their 
work. 





Charles B. McCaffrey, assistant di- 
rector of agencies and manager of 
advanced underwriting of Northwest- 
ern Mutual Life, discussed the use of 
life insurance in estate planning at the 
December meeting of Milwaukee 
C.L.U. chapter. 





B. J. Griffith, communications chief 
of California civil defense, and Clyde R. 
McFarland, civil defense representative 
of Pacific Telephone & Telegraph Co., 
demonstrated the use of telephone equip- 
ment in defense and air raid warning 
equipment at a meeting of Life Insur- 
ance Managers Assn. of Los Angeles. 





Renaldo A. Baggott, National Life 
of Vermont, addressed Seattle Life 
Managers Assn. on “Managing an 
Agency.” 


Hiller Speaks at Omaha 


Walter N. Hiller, Penn Mutual Life 
and immediate past chairman of the 
Million Dollar Round Table, told the 
members of the Nebraska Round Table 
at Omaha “What Makes a Million Dol- 
lar Round Table Member Click.” The 
Nebraska group is composed of agents 
with production of a quarter-million 
dollars and up. Among the enthusiastic 
crowd there were five MDRT members 
who also heard Mr. Hiller present his 
ideas on how to make more million 
dollar producers. 











Henneman Named Supervisor 

Pacific Mutual Life has appointed 
Frank J. Henneman supervisor for the 
Barranger general agency at Baltimore. 
Mr. Henneman joined the company last 
year. He was formerly assistant man- 
ager for Metropolitan. 





Charles S. Chaney has been appointed 
agency manager in Arizona for Wood- 
men Accident.. He has been in the Cali- 
fornia territory. 


and [a 
James M. Voss, Union Mutual, secre- * 


IT’S NOT 
WHAT YOU DO 


It’s The Way That You Do It 


How TRUE THAT Is Of selling a man more 
life insurance! 

Mention new insurance and he balks. Dis- 
cuss his old policies and he talks. 

Hence the Occidental way—selling new 
coverage by adding riders to his old 
Occidental policies. 

Does he want a clean-up fund, Income 
Disability, Mortgage Protection, Family 
Income? No need to sell him a new policy. 
Let him add one or all of these benefits to 
his old policy—plus many other attractive 
features sold as riders on his original 
“chassis” contract. 

It’s funny how much easier this makes it to 
buy. Ask any Occidental agent. It’s painless 
selling —and profitable! 


“A Star in the West..." 
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“WE PAY AGENTS LIFETIME RENEWALS 
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50th Anniversary Year 


1902 “ 1952 | 


Pertinent Statistics 


Insurance In Force Over $607,000,000 
Assets Over $144,000,000 
Benefits Paid Since Organization. .Over $ 63,000,000 
Certificate holders ............... Over 423,000 


AID ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 
HOME OFFICE: APPLETON, WISCONSIN 
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Sommer New Continental 
Casualty Vice-president 


Armand Sommer, executive assistant 
vice-president of Continental Casualty, 
has been elected a vice-president. 

Mr. Sommer, who has been in charge 
of five of the nine divisions of Conti- 
nental’s A. & H. department, now will 
have his executive responsibility ex- 
tended to all of the company’s A. & H. 
operations. 

Louis C. Morrell, 2nd vice-president 
and a director, is chief officer of the 
A. & H. department; he will now be 
assisted by Mr. Sommer as vice-presi- 
dent and Robert J. Glasgow, executive 
assistant vice-president. 

Mr. Sommer, in the insurance busi- 
ness for almost three decades, joined 
Continental Casualty in 1933. The fol- 
lowing year he was named assistant to 
the vice-president in charge of A. & H. 
underwriting. 

Appointed acting manager of the in- 
termediate A. & H. division in 1941, 
Mr. Sommer later was placed in full 
charge of that division. Last year he 
assumed direction of the wholesale 
division as well. He was made execu- 
tive assistant vice-president early this 

year. Last August he also was elected 


vice-president of United States Life, 
the company in which Continental 
Casualty purchased the controlling 
stock interest this year. 





Pru Minn. Deal Still Open 


MINNEAPOLIS — Judge Anderson 
has taken under advisement the pro- 
posal of the Minneapolis park boar 
to sell 311%% acres of park property to 
the Prudential for a regional head- 
quarters building. The park board has 
approved the sale but objections have 
been made by some citizens and the 
deal must be approved by the court 
before it is consummated. Judge 
Anderson expects to decide the case 
within a week. 





Revises Juvenile Policies 


All policies issued by Connecticut 
General outside New York state to 
children one year old or older will be 
on a full coverage basis, with premi- 
ums slightly higher. Policies issued at 
age 0 will provide a reduced death ben- 
efit during the first policy year equal 
to 25% of the face amount. Death ben- 
efits issued by the company on juve- 
nile insurance formerly were graded 
to age 5. 





INSURANCE WITH 


IMAGINATION 











For the executive stafts of established companies, Union Mutual now 
offers catastrophe or major medical expense benefits that will pay 
all medical bills above a predetermined amount up to $5,000. 

The same benefits are available to the executives’ immediate family. 
But most important are the added plus values you get with this 
Union Mutual Plan...... for example...... 


PLU 


Benefits are paid whether or not the policyholder is 
hospitalized. 


Union Mutual’s High Limit Medical Expense 
Plan contains no Coinsurance Feature. In other 
words, we pay all medical bills above the 
deductible amount up to $5,000 . . . not just a 
portion of such bills. 


There is no time limit on any one claim. The bills of one 
sickness or accident may run over an indefinite period 
of years. 

Also, deductible amounts may be selected ranging from 
$100 up to as high as $5,000 


Today it’s the PLUS values that make the difference! 


UNION MUTUAL 


LIFE INSURANCE COMPANY « Home Office 
Portland, Maine « Rolland E. trish, President 








CHANGES 


Laugharn Opens New 
Occidental Life Agency 


A new general agent’s contract with 
Occidental Life of California has been 
signed by H. F. Laugharn, Jr., for- 
merly a partner in Occidental’s Dick- 
son, Blevens & Laugharn agency at 
Los Angeles. 

Mr. Laugharn joined Occidental in 
1947, serving as agency production 
manager in the Beecher J. Dickson gen- 
eral agency at Los Angeles until 1949 
when he became a partner. In 1950, 
Buryl Blevens, who has been with 
Occidental since 1932, combined his 
general agency with Messrs. Dickson 
and Laugharn. 

Mr. Laugharn’s agency is located at 
205 South Beverly drive, Beverly Hills. 








FARISH TO CHATTANOOGA 


Prudential has appointed George W. 
Farish head of the Chattanooga dis- 
trict office at 11 West Eighth street. 

Mr. Farish has filled sales and su- 
pervisory posts for Prudential in the 
south for 15 years and has been in 
charge of an office at Newport News, 
Va., since 1948. He joined the company 
as an agent in 1937. 


Heads New Pru. ( Cal. Agency 


James G. Simvoulakis has been ap- 
pointed assistant manager in charge 
of a new agency of Prudential at 
Modesto, Calif. 

An air force veteran, Mr. Simvou- 
lakis joined Equitable Society and re- 
mained with that organization until he 
opened his own agency in 1950. He is 
president of Stanislaus County Life 
Underwriters Assn. 





Sides Heads Lubbock Office 


King J. Sides has been named to 
head Occidental Life of California’s 
first general agency at Lubbock, Tex. 


Mr. Sides taught school in West 
Texas for 22 years, including six years 
as high school principal in El Paso. In 
1948 he entered life insurance as an 
agent for Aetna Life at Lubbock. 


J. W. Schmidt Is Promoted 


Jack W. Schmidt, with Washington 
National in group sales and group 
agency work since 1939, has been pro- 
moted from group supervisor in the 
southwest territory, with headquarters 
at Dallas, to group agency supervisor 
in the home office. 


Beckmann Assists Cass 


Robert D. Beckmann has been ap- 
pointed assistant to W. Oliver Cass, 
Indianapolis general agent for Mutual 
Benefit Life. Mr. Beckmann had been 
with the Allison division of General 
Motors Corp. for 11 years, the last sev- 
en as assistant to the public relations 
director. 











Everett B. Shearburn, Jr., has been 
named Missouri agency supervisor for 
General American Life, to service out- 
re — He joined the company 
in a 





Lovelace S. Herpin has been ap- 
pointed district manager at Lafayette, 
Ala., for Guarantee Savings of Mont- 
gomery. 





The Fuller agency at Hastings, Mich., 
has been appointed a general agency 
of American Mutual Life of Des 
Moines. 

















Liberal Commissions 
Organization Allowance 
Office Allowance 
Persistency Bonuses 

H. O. Training Schools 
Production Club Conventions 
Regional Meetings 

Prize Winning Sales Aids 
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DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 
line of: 


e ACCIDENT 
I F E e SICKNESS 
e HOSPITALIZATION 


Your reply held confidential. Write to: 
J. DeWitt Mills, Supt. of Agents 


MUTUAL SAVINGS 





$T. LOUIS 12, MO. 


$701 WATERMAN 
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ASSOCIATIONS 


Sees Leveling of Inflation 


As Ending Term Problems 


PITTSBURGH—Indications that in- 
flation is leveling off and that the trend 
will be the other way should make for 
an end to the heavy buying of term 
insurance with correspondingly greater 
interest in permanent life insurance, 
Vice-president Eric Johnson of Colo- 
nial Life told a meeting of Pittsburgh 
Life Underwriters Assn. 

Mr. Johnson said that some years 
ago when the purchasing power of the 
dollar started shrinking, buyers of life 
insurance in unprecedented numbers 
started to buy term insurance, fearing 
that the benefits of life insurance as 
protection for their families at death 
or aS an emergency fund or retirement 
income, might have less value because 
of inflation. 


Chattanooga, Tenn.—The underwriter should 
not consider his work done when a policy is 
purchased, for proper delivery of the policy 
is vital to the transaction, Leighton Beers, 
manager of Protective Life, declared. 


Daytona Beach, Fla.—Don Kelso, State Farm 
Life, addressed the East Coast association at 
a luncheon. 


Southwest Kansas—The association held a 
ladies day program with Elmer Moore, New 
York Life, Wichita, a former trustee of N.A.- 
L.U. as speaker on “The Role of the Wife 
in the Life Underwriter’s Career”. It was an- 
nounced that 15 members are enrolled in the 
second year L.U.T.C. course with meetings 
held at Dodge City, Liberal and Garden City. 


Hutchinson, Kan.—Attorneys, trust officers 
and accountants were invited to a meeting on 
“Estate Problems’ with Walter A. Bowers, 
Business Men’s Assurance, speaker. More than 
100 attended. 


Great Bend, Kan.—Earl V. Reed, Equitable 
of Iowa general agent, Wichita, will speak 
at the Dec. 13 meeting of the Central Kansas 
association on ‘‘How I Look at the Insurance 
Profession After 30 Years in the Business”, 


Nashville, Tenn.—The association sponsored 
one day’s operation of the “‘bloodmobile” of 
the Nashville Blood Bank, securing nearly 
1,000 donations. 


Portland, Ore.—Samuel L. Zeigen, New York 
attorney, who is a C.L.U. spoke on under- 
writing tax and estate planning. On this western 
trip Mr. Zeigen has given similar talks before 
associations at St. Louis, Kansas City, Los 
Angeles, San Francisco, Seattle, Denver and 
Detroit. 

Newark—H. Cochran Fisher, Aetna Life, 
Washington, will speak to the Northern New 
Jersey association at a noon meeting on “A 
Green Light to Financial Independence.” 


Watertown, N. ¥.—The Northern New York 
association held a Christmas party. Philip 
Chase, president of the New York State asso- 
ciation, and Henry Lipes, regional vice-presi- 
dent, were speakers. 


Minneapolis—‘‘Coordinating Service Tech- 
niques” was the topic of a luncheon meeting 
of the Twin City Women Life Underwriters. 
Leading the discussion were Miss Jessie Ker- 
shaw, Aetna Life, and Miss Frances Christian, 
Security Mutual Life, both of Minneapolis. 
Mrs. Minna Hensley, Salina, Kan., chairman 
of the women’s committee of N.A.L.U. was a 
guest. 
Colby, Kan.—The Plainsman association met 
here, naming J. Wesley Whitney secretary- 
treasurer to fill out the term of Boyd Bainter, 
resigned. The January meeting will be held at 
Norton with Leo. L. Kline as program chair- 
man, 


Sandusky, O.—Paul Daly of Western and 
Southern Life spoke on “Opportunities in Our 
Business” at the December meeting of North 
Central association. 

Wilkes-Barre, Pa.—Members voted full sup- 
port for the program, “Cperation Jobs’ and 
agreed to act as ‘special ambassadors” for 
the local industrialization campaign. Three 
civic organizations entertained the association 
and praised its 350 members for the “benefi- 
cial influence they wield in the community.” 

Beckley, W. Va—Harold M. Korn, presi- 
dent, presided at an open forum conducted 
on business insurance. 

Silver Spring, Md.—About 350 members of 
the District of Columbia association, including 
its new branch here, attended at a luncheon 
the Diamond Life Bulletins, discuss the im- 
meeting to hear H. P. Gravengaard, editor of 


.portance of business insurance. The D. C. 
group plans to encourage entry of more “com- 
bination” men, ordinary and industrial life 
agents, into the organization. 

Buffalo—Harry C. Copeland, Jr., general 
agent for Massachusetts Mutual at Syracuse, 
discussed ‘‘Merchandising Life Insurance in 
the Modern Manner”. 


DEATHS 


(CONTINUED FROM PAGE 13) 
and the general plan of the course, 
and he is credited with the success 
DISC has had. 

In civic affairs, Mr. Hedges served 
two terms as president of the Wichita 
University Club and in 1945 was na- 
tional president of the War Dads. He 
was also chairman of the Kansas state 
commission for the United Nations 
Educational, Scientific and Cultural 
Organization. 

Although warned by his doctors that 
his health was seriously impaired, Mr. 
Hedges did not diminish his activities. 
He remained on a full schedule both 
with his agency and in his outside 
interests. 

EARL V. DEANE, former manager 
of New York Life at Philadelphia, who 
served that company for 50 years, died. 
He was 74. 














The three categories of agents, managers and brokers were represented at 
a goodly turnout for an open house marking the ninth anniversary of the Hamil- 
ton Ferguson general agency of Occidental Life of California at Chicago. 

Shown here, from left, are Mr. Ferguson, H. W. Brower, president; W. B. 
Stannard, agency vice-president, and J. L. Gillstrap, Chicago branch manager 
of Occidental. Messrs. Brower and Stannard stopped at Chicago for two days 
enroute to New York where they attended the several insurance meetings this 


week. 














Catastrophe 
Medical Coverage 
Hospitalization ... 
Individual & Family 

Aviation & Travel 
Accident . . World-Wide 
Unusual 

ond Extraordinary 

Special Risks 

A&H Income 

Protection... 

Even for Life 


United States 
Life Insurance Company 


Associates: Continental Assurance Company 
Transportation Insurance Company 


A limited range of coverages limits your ability to serve 
your clients as completely as they demand. Only 

with a complete line of Life and A&H protection can 
you give maximum service. 


Continental Casualty offers the most complete line of 
accident-health & hospitalization coverages available 
anywhere ... under one roof. 


That’s why more and more life insurance men are 

turning to Continental for the full range of A&H coverages 
that makes their service to clients complete. New 
opportunities await you, too, in our “Department Store 

of A&H&H”. Write or phone today for our full story. 


America’s ONLY Department Store of A&H&H Insurance 


Continental 

—- Casualty 

s ‘ Company 
ae 310 S$. Michigan Ave. 
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- PAN-AMERICAN LIFE INSURANCE CO. 


Four Decades of Progress 


1912 TO 1952 















































—— INSURANCE IN FORCE - 


revivals) 


. $539,000,000 of insurance in force 


. Complete mutualization 


UnMaAwWHN 


MERCHANDIS 


1. Free Hospitalization 
2. Group Insurance up to $6,000 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 
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ASSETS 
1. An all time high in new sales, $116,000,000 in 1951 (includes reinstatements and 


. Assets of $130,000,000 — Surplus, $8,500,000 
. Benefits paid to Policyowners and Beneficiaries — $123,570,000 


. The completion and occupancy of our new $3,000,000 home office building 


Here’s The Reason 


We HAVE: A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED ee SALES TOOLS and HIGHLY COMPETITIVE SALES 


C. A LIBERAL COMPENSATION PLAN .. . 


The progress of Pan-American Life Insurance Company is measured by the ability and 
success of its agency organization. 


KENNETH D. HAMER 
Vice-President & Agency Director 


o98. e BENEFITS TO POLICYOWNERS 


INCLUDES 
3. A Non-Contributory Pension Plan 
4. Disability Benefits 


For Information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 
PAN-AMERICAN 
LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 






















LIFE INSURANCE DEPARTMENT 


FOR THE INDEPENDENT BROKER 
a complete life insurance depart- 


ment, providing every facility of 
a major life insurance company, 
has been organized by Connecti- 
cut General. Brokers now using 
this unique service find it ex- 
tremely helpful and profitable. 
Your Own Life Insurance De- 
partment offers a variety of sales 


and promotional facilities to help 
you serve your clients’ needs 
more completely. 


Find out how its service can 
prove worthwhile to you...con- 
tact your nearest Connecticut 
General office or write to Con- 
necticut General Life Insurance 
Company, Hartford, Conn. 


Connecticut General 








_Great Southern Life held open house in its new home ofice at Houston. At a 
dinner in the new cafeteria L. S. Adams, president, spoke briefly. Besides the 
cafeteria, there are recreation areas for employes. Several home office men 


conducted tours of the building. 





900 Attend Tex. 
A.& H.Congresses 


More than 500 agents registered for 
the various sessions of the sales con- 
gress sponsored by Texas Assn. of 
A. & H. Underwriters that opened in 
San Antonio Dec. 1. The caravan 
moved on to Houston, Dallas, Abilene 
and Oklahoma City. At each stop, an 
identical program was presented, the 
only change being that the local A. & 
H. president in each town was the pro- 
gram opener. 

At San Antonio, A. D. Anderson, 
Occidental Life, gave the greetings. 
Frank N. Gordon, Gordon agency, was 
in charge in Houston; Allen Cuerton, 
Combined American, at Dallas, and 
R. L. McMillon, B.M.A., at Abilene. 

Opening speaker was John G. Gal- 
loway, Provident Life & Accident, 
Birmingham, Ala., president of the 
International association, who spoke 
on “Mass Selling.” He urged that 
more thought be given to group, say- 
ing that if group A. & H. is properly 
written it leaves a market for indivi- 
dual policies. Many agents sell group 
without recognizing what is required 
to constitute it and what type of serv- 
ice it should receive, he said. New peo- 
ple come into the group through the 
year, and this plus the servicing the 
group should receive creates opportu- 
nities for new sales. 

The agent attempting to sell a group 
ease should go to the president of the 
concern, he noted, because the sale 
must be made through the one who 
makes the decision on buying. 

“Time for Action” was discussed by 
Edward H. O’Connor, managing direc- 
tor of Insurance Economics Society, 
who called attention to the part the 
introduction of social security in dif- 
ferent countries has played in forward- 
ing socialization of the states. Social 
security, he said, is based on the idea 
that people should have what they 
do not earn. No security, he went on, 
can exceed self-reliance. He empha- 
sized the danger of acceptance of a 
dole, the surrender of personal respon- 
sibility and the accepting of social se- 
curity and the effects of 15 years of 
propaganda on this subject have had. 
He urged that insurance men watch 
the coming progress, noting that the 
election did not guarantee changes for 
which insurance people might hope. 

Wesley J. A. Jones, director of A. & 
H. sickness sales for Mutual Life of 
New York, in his talk, “You Do Not 
Need A Better Mousetrap,” declared 
that it is human nature for the men in 
the field to gripe. 

The most common need is better pol- 
icies and a greater consciousness of 
this need in the home office, Mr. Jones 
declared. The demand of the man in 
the field makes for improvement, he 
said, suggesting, however, that the 
salesmen can do a better merchandis- 
ing job of the product the companies 
are now providing. 

The entrance of life companies into 
the A. & H. field, Mr. Jones opined, is 
beneficial and is the result of an 
awakening to the fact that the compa- 
nies have not been serving the public 
as fully as they should. The companies 
have not been giving the type of serv- 
ice that has been needed. 

Mr. McMillon, who is also a regional 


—— 


director of the Texas asosciation, gave 
a talk on “Penetrating Oil.” The suc. 
cessful man must give complete sery- 
ice, he said. The agents who become 
“education-happy,” Mr. McMillon 
said, become almost completely tech- 
nical and they can only be saved by 
getting down to earth. 

To succeed, the salesman must learn 
the five basic points of salesmanship. 
Professional status may cause the 
salesman to expect people to come and 


uy. 

After he makes a sale, Mr. McMil- 
lon sends a note of thanks to his new 
policyholder. When he sends a birth- 
day card, he writes a personal note in 
his own handwriting. He said that he 
made a Sale to a man that involved a 
premium of $30 a month, and when he 
asked the man why he had bought, the 
answer was that it was because of Mr. 
MeMillon’s birthday cards. 





Form Mass. Mutual Veterans 


Club; Sabin Is President 


President Leland J. Kalmbach of 
Massachusetts Mutual Life welcomed 
220 members of the company’s new 
Quarter Century Club at its initial 
gathering. The club is made up of 
active home office employes with 25 or 
more years of service and retired home 
office personnel. 

Following dinner, there was enter- 
tainment and informal business. 

Officers elected were Carl A. Sabin, 
president; Miss Ethelyn Sessions, vice- 
president, and Miss Frances Shierman, 
secretary. 





Holmes Leads Mont. Ticket 


An official canvass of the Nov. 4 
election vote in Montana shows that 
the candidate for state office on the 
so-called partisan ticket who got the 
most votes and who had the widest 
margin was John J. Holmes, state au- 
ditor and insurance commissioner. He 
got 141,386 votes to 110,859 for Repub- 
lican Bruce Mefford of Missoula. 

In the election, 12 insurance agents 
were named to the Montana legisla- 
ture, six to the house and six to the 
senate. 





Confer on War Base Activity 


It is Wade Martin of Louisiana, the 
N. A. I. C. president, and D. D. Murphy 
of South Carolina, the vice-president, 
that will be conferring at Washington 
Friday with Defense Department offi- 
cials on the problem of insurance so- 
licitation at army bases. This was re- 
garded as a closed matter until 
recently when the Defense Department 
decided to reopen it. 





Persons Is Mutual Life Leader 


The Chicago (Persons) agency of 
Mutual Life led the company in vol- 
ume of insurance sold during Novem- 
ber. 

The New York (Myer) agency, was 
first in number of policies sold and 
third in volume. New York (Buesing) 
was second in volume and the Brown 
agency at Grand Rapids was second 
in policies sold. The Tyner agency at 
Cleveland ranked third in policies sold. 
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Discount Cost 
Argument of 


Pension Prospect 


NEW YORK—An employer’s state- 
ment that he has been all through the 
sion question and found it would be 
prohibitively expensive to set up a plan 
often means nothing, David Marks, Jr., 
general agent of New England Mutual 
in New York city, told a meeting of 
the Commerce & Industry Assn. of 
New York. 

Mr. Marks said that unless the em- 
ployer has gone over his situation with 
a qualified pension expert, the objec- 
tion that cost would be too high often 
results merely from thinking in unre- 
alistic terms. While a corporation with 
practically limitless funds can set up 
a plan without counting the cost, most 
corporations have to start out by fig- 
uring what they can afford to lay out 
each year and devise the pension plan 
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Lemarge . . . the finest mechanically 
equipped mailing service in the 
Middle West producing all types of 
jobs at low cost. 


Lemarge . . . a battery of modern auto- 
matic inserting machines turning out 
over half a million pieces a day. 


Lemarge . . . able to address your 
envelopes at unusually low cost 
from telephone books, voters lists 
and city directories throughout the 


United States. 
Write or phone 


the LEMARGE company 


2332 Logan Boulevard 
Chicago 47, Illinois 
Phone: HUmboldt 9-2332 





accordingly, said Mr. Marks. By get- 
ting down to essentials and putting 
first things first, they often find they 
can afford a plan. 

Mr. Marks said that from 4 to 6% 
of payroll is about all most corpora- 
tions can afford if they cover all em- 
ployes. If the plan just covers the sal- 
aried executives or is on employes of 
the corporation having only salaried 
personnel, then, the cost usually can- 
not exceed 12 to 15% of the partici- 
pant’s compensation. 


Mass. Mutual Agents Chalk 


Up Records in Sales Contests 


The Massachusetts Mutual Life field 
force set a record in the annual Quota 
Buster contest sponsored by the Gen- 
eral Agents Assn., submitting business 
amounting to nearly $68 million be- 
tween Oct. 20 and Nov. 21. This was 
139% of the $49 million goal set for 
the contest, and represented the largest 
production for a 33-day period in the 
history of the company. 

Of the company’s 89 agencies, 65 ex- 
ceeded their quotas. The agency, in 
each of three divisions, that produced 
the highest percentage of quota will 
be awarded a trophy at the General 
Agents conference to be held March 30- 
April 1 at Chandler, Ariz. 

Winners in their respective divi- 
sions were: Providence, Roderick Pir- 
nie, general agent, 255%; Boston, Wil- 
liam R. Robertson, general agent, 
363%: and Lawrence (Mass.), Ronald 
R. Reader, general agent, 803%. Seven- 
teen agencies submitted more than 
200% of their quota, and 19 wrote more 
than $1 million of new business. The 
$4,270,000 of written business sub- 
mitted by the Newark Agency during 
the contest is the largest amount ever 
written by any agency of the company 
in a like period of time. 


Urges “Middle Ground” 


for Pension Financing 


A middle ground for investment of 
pension funds was called the best 
method of financing retirement plans 
by William C. Greenough, vice-presi- 
dent of Teachers Insurance & Annuity, 
at the annual Church Pensions Con- 
ference at New York City. 

Mr. Greenough pointed out that the 
reliance on so-called risk-free invest- 
ments did not take into consideration 
the problems arising from inflation. 
The most important problem has be- 
come the decline in the pensioner’s 
purchasing power, a problem which is 
not solved by the fixed dollar income 
afforded by annuity plans which invest 
solely in fixed income securities, 
Greenough said. 

He described an equities fund initi- 
ated by his company last July which 
permits policyholders to invest up to 
half of their pension premium in 
common stocks. This furnishes a hedge 
between a fixed dollar fund which is 
reduced in value by inflation, and the 
common stock fund which is affected 
by the volatile nature of the American 
economy, he said. 











New Ohio, Kan. Handbooks 


New, up-to-date Underwriters Hand- 
books for Ohio and Kansas have just 
been published by The National 
Underwriter Co. These provide com- 
plete and up-to-date information on 
agencies, companies, field men, gen- 
eral agents, solicitors, groups and other 
organizations affiliated with insurance 
throughout these two states. 

Premiums and losses by lines, within 
these states, for all fire and casualty 
companies and life insurance paid for 
and in force for life companies, are 
also presented in special, statistical 
sections. Copies of either may be ob- 
tained from The National Underwriter 
Co. at 420 East Fourth street, Cincin- 
nati 2, O., price $12 each. 


Definite Rules on Credit 
Life and A. & H. Urged 
by N.A.I.C. Subcommittee 


Definite rules and regulations gov- 
erning the sale of credit life and credit 
A. & H. insurance should be proposed, 
according to the N. A. I. C. subcom- 
mittee on that subject headed by 
Southhall of Kentucky, who reported 
at the New York meeting this week. 

These rules should deal with the 
run-in sale of A. & H. insurance on 
an individual basis in connection with 
loans; and the sale of life insurance 
in connection with loans when sold on 


an individual basis but under such cir- 
cumstances as to result in the writing 
of an actual group although on an in- 
dividual basis. 

The subcommittee asked to be con- 
tinued for the purpose of making a 
surveyas to what regulations presently 
exist and to see to what degree of uni- 
formity may be accomplished, prelim- 
inary to a definite proposal at a later 
meeting. 





National Equity Life has increased 
non-medical limits from $7,500 to $10,- 
000 for ages 5—35, inclusive. Limits 
for ages 0—4, and ages 36—40 remain 
at $7,500. 
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Leonardo da Vinci was the first 
engineer to design a helicopter, 
parachute and air-conditioning 
system. 

That was 600 years ago. Today 
—from laboratory and plant— 
pour instruments and devices de- 
signed and developed by Amer- 
ican engineers to increase man’s 
mastery of the air, earth and sea. 

Our hat is off to American 
engineers. Their untiring devo- 
tion to their jobs—all the hours 
they spend tracking down the 
truth in laboratory, test cell and 
proving ground—bring to the 
American people one sound de- 
sign after another for better living 
and greater security. 


ANOTHER SECURITY ENGINEER 
Like the engineer, the Mutual 
tHe 
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Benefit Life man is a designer of 
better living and security. His 
chief aim is to design a life of 
security and permanent peace of 
mind for all who ask him for 
counsel. 

He works with tools of proved 
effectiveness. With his Anal- 
agraph, for instance, he can pre- 
dict the financial future of each 
client in terms of dollar needs. 
And select the right plan from 
the many plans at his disposal. 










THE RIGHT DESIGN FOR ENGINEERS 


Many engineers have benefited 
from the counsel of a Mutual 
Benefit Life expert. He has the 
plans, tools and wholehearted de- 
sire to design the one plan that 4 
best fits individual requirements. 
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PILGRIM 
SPEAKS 


ate at State Mutual we de- 
vote much time, thought and 
effort in helping field under- 

writers through supervised training. At 
the present time 81% of all our full 
time agents are voluntarily participating 
in one or more of eight different courses. 
The complete two-year program be- 
gins with a basic two-week introductory 
course, continues through an interme- 
diate course and winds up with an 
advanced comprehensive tax- business 


Experienced as well as new 
agents tell us that this person- 
alized program has been invalu- 
able to them in their ambition to 
become the best informed under- 
writers in the business. 


YOAL LIFE 
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ON-CANCELLABLE ACCIDENT & SICKNESS « LIFE « GROUP * 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 
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Relaxed Atmosphere Marks 
NAIC Meeting at New York 


(CONTINUED FROM PAGE 1) 
committee reports were not available 
sometimes until months later has been 
a serious infirmity. At New York an 
extensive stenographic service was set 
up, committee chairmen were needled 
into dictating their reports at the earli- 
est possible hour and then these were 
distributed in lots of 500, even before 
they came up for action. This was al- 
most like a dry run, however, on this 
occasion because the committee reports 
for the most part were of so little con- 
sequence. For instance, the man came 
around with a big bundle of reports 
and deposited them with eclat in the 
press room hot off the griddle and 
what it said was: “Due to the lack 
of a quorum, plus obvious disinterest 
in the activities of the committee, the 
meeting was adjourned and all matters 
on the agenda were referred to the next 
meeting of the committee to be held 
at the June, 1953, convention. 


One of the greatest contrasts with 
sessions of recent years was the gather- 
ing of the rates and rating organiza- 
tions committee. That has been the 
forum during recent years for thresh- 
ing out the hottest issues confronting 
the fire and casualty fraternity and 
often the meetings would run well into 
the evening hours. There was an ex- 
tensive attendance at the meeting of 
this committee here early Tuesday 
morning, but despite the fact that the 
agenda included such tasty morsels 
as package policies, where coverages 
are under jurisdiction of several bu- 
reaus, and term discounts and finance 
charges on _ instaiiment premiums, 
there was nobody that wanted to talk 
at anybody on these or any other mat- 
ters, especially not to talk at commis- 
sioners that were so soon to become 
eligible for membership in Passe Club 
International, and their deputies, etc. 
Incidentally members of Passe Club 
were distinguished at the convention 
by having a black outline of a broad- 
axe pasted on their convention badges. 
This is a club for ex-commissioners. 

Many observers felt as a matter of 
fact that a good dose of such calm and 
cool and collected and relaxed atmo- 
sphere was all to the good. There has 
been developing a weariness from pre- 
occupation with regulatory matters in 
the last eight years and this New York 
meeting may serve as a means of 
getting things on a more even keel. It 
may call attention to the fact that 
many of the questions that were 
precipitated by the S.E.U.A. decision 
have been disposed of and that maybe 
it isn’t necessary to monkey with the 
controls so much any more. There 
developed here in lobby discussion 
agitation for elimination of several 
committees that have gone through the 
motions of meeting and that have had 
to be watched for possible signs of 
breath but that have had nothing to 
cope with. Prominently mentioned as 
good candidates for the ash can are the 
committees on social security and tax- 
ation and real estate, for instance. 

e e e 


A surprise feature was the appear- 
ance at the big luncheon Tuesday of 
Eric Johnston, president of Motion 
Pictures Assn. of America and a di- 
rector of New World Life of Seattle, 
as the speaker of the day. He had been 
lined up by Charles G. Dougherty of 
Metropolitan Life but Mr. Dougherty 
had refrained from announcing him 
ahead of time for fear he might not be 
able to make it. Mr. Johnston was 
banquet speaker at the N.A.I.C. con- 
vention at Seattle in recent years. 

Wade Martin of Louisiana, the pres- 
ident, distinguished himself by his skill 
and smooth graciousness in conducting 
the sessions. He is businesslike and is 
no one to look under stones for things 
to talk about. There are absent such 
leaders as there were of yore who could 


always be counted on to stir up some. 
thing and get a discussion going, like 
Robert E. Dineen of New York, C. F, J. 
Harrington of Massachusetts and J. M 
McCormack of Tennessee. 

Vincent Impellitteri, mayor of New 
York, gave the welcoming talk at the 
first plenary session of N.A.I.C. at New 
York Monday morning. Speaking of 
the problems of his office he said he 
will probably be looking to Superin. 
tendent Bohlinger of New York at Al. 
bany for assistance very shortly. That 
perhaps indicated a program for taxa. 
tion of the insurance business for the 
benefit of New York City is in the 
making. 

Answering the roll call were rep. 
resentatives of 47 states, Hawaii, Vir- 
gin Islands, Ontario and Quebec. The 
Virgin Islands man was Daniel Am- 
brose, who is territorial secretary ang 
ex-officio insurance commissioner. He 
was formerly in the West Virginia de. 
partment. Frank Viehmann of Indiana 
drew a laugh when in responding to 
the roll call he said, “Frank Vieh- 
mann, on his way out again.” He is 
closing his second, non-consecutive 
term as Indiana commissioner. Loren 
Laughlin of Nebraska, another cas- 
ualty, answered to the call “Loren 
Laughlin, the only Republican casualty 
buried under a Republican landslide.” 

Wade Martin of Louisiana, in his 
presidential address, announced that 
the N.A.I.C. committee on insurance 
solicitation on military bases will be 
meeting with Defense Department of- 
ficials Friday. 


He suggested that the agenda at 
N.A.I1.C. meetings could well be re- 
duced by sifting requests from the 
various states for items of a detail 
nature for inclusion on the agenda. 
Many of these, he said, can be dis- 
posed of by correspondence or by 
means other than convention proce- 
dure. 

Bowles of Virginia as usual was 
named chairman of the _ resolutions 
committee. 

There was a luncheon Monday fol- 
lowing the plenary session for com- 
missioners and ex-commissioners un- 
der the sponsorship of Passe Club In- 
ternational. M. S. Harrison of Little 
Rock as president performed in spark- 
ling style, including the presentation 
in French of the Passe gavel to Wade 
Martin of Louisiana, the president of 
N.A.1.C. Leighton Foster, former On- 
tario superintendent and now counsel 
of Canadian Life Insurance Officers 
Assn., gave a talk in which he sand- 
wiched in advice with humor. He made 
a plea for financing N.A.I.C. conven- 
tions solely by registration fees. This 
would lift a burden from the shoul- 
ders of local insurance people. 

Howard Brace of Occidental Life, 
former Idaho commissioner, gave hi 
usual witty report as executive sec- 
retary, licking his chops at the pros- 
pect of getting so many new members 
in the near future. 





Tackle National Problems 


Several life insurance representa- 
tives participated in an American As- 
sembly discussion at the Harriman, 
N. Y., campus of Columbia University. 
Lewis W. Douglas, chairman of Mutual 
Life, heads the national policy board of 
the assembly, which is a non-partison 
conference and research organization 
bringing together groups of representa- 
tive citizens to seek answers to impor- 
tant national questions. 

Besides Mr. Douglas, participants 
were Bryon K. Elliott, executive vice- 
president of John Hancock, Reynolds 
I. Nowell, vice-president of Equitable 
Society, and Louis Pink, chairman of 
Associated Hospital Service Plan of 
New York. 





W. Pryce Jenkins, communications consult- 
ant, addressed Pittsburgh Women in Life In- 
surance on “The Role of an Effective Pro- 
gram of Oral Communications.” 
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Ashton, Davis of Provident Mutual to Retire 





Leonard C. Ashton and Andrew J. 





ton, and a plaque from the General 


Davis, vice-presidents and senior ex- Agents Assn., presented by Charles S. 
ecutive officers of Provident Mutual Peck, Allentown, president. 


Life, were honored at a reception and 
dinner attended by officers and direc- 
tors of the company and other guests. 
Both men will retire the first of the 
year under the company’s regular re- 
tirement plan. 

Mr. Davis joined Provident Mutual 
in 1912, was elected general solicitor in 
1918 and vice-president and general 
counsel in 1923. Since 1931 he has been 
senior vice-president and a director. 
Mr. Davis will continue in the latter 
capacity. 

Mr. Ashton went with the company 
in 1913. In 1918 he was made secre- 
tary, and in 1929 was elected to his 
present office, vice-president and sec- 
retary, in which capacity he has headed 
the administrative division. 

Messrs. Ashton and Davis each re- 
ceived an inscribed silver tray, from 
their associates in the home office, 
presented by President M. Albert Lin- 


Va. High Court Action 
Upholds Shenandoah 


in Mutuailization Suit 


ROANOKE, VA.,—Shenandoah Life 
has finally become free of nearly $1 
million in claims growing out of its 
mutualization which had been hang- 
ing over its officials’ heads for nearly 
five years. 

Hopes of some former officials and 
stockholders of collecting $905,743 plus 
interest from May 7, 1949 ended with 
refusal of Virginia supreme court of 
appeals to review the case. 

It was the final setback for stock- 
holders in the defunct Shenandoah 
Holding Corp. who sought to collect 
40% of Shenandoah Life’s net earnings 
during its first 15 years as a mutual 
company. : 

Judge Lamb in Roanoke circuit court 
last June held that Shenandoah Life 
did not owe the money, but the hold- 
ing corporation carried a writ of error 
to the supreme court. 


Crux of the long and costly suit was 
the wording of one paragraph in the 
“plan of mutualization” for Shenan- 
doah Life, passed as emergency legis- 
lation by the 1934 Virginia legislature. 


John P. Saul, as attorney and trustee 
for the holding company, contended 
that, under the plan, Shenandoah Hold- 
ing, which held 40% of the old Shen- 
andoah Life stock, was entitled to 40% 
of the latter’s net earnings during its 
first 15 years’ operation as a mutual 
company. 

Shenandoah Life contended that 
stockholders were entitled only to 40% 
of any dividends declared by directors 
during this period. No dividends were . 
declared because officials of the reor- 
ganized company were building up 
strong financial reserves. ; 

In attempting to unravel the meaning 
of the disputed paragraph, both sides 
went into the depression years’ history 
of the company, during which control- 
ling interest fell into the hands of a 
New York investment firm, Lehman 
Brothers. 

The late ex-Governor Trinkle, presi- 
dent of Shenandoah Life, and other of- 
ficials started the move to mutualize the 
company, to regain control of the stock 
and keep the company from being dis- 
solved or moved from Roanoke. Saul, a 
top official of Shenandoah Life at the 
time, drafted the plan of mutualization. 

Paul C. Buford, president of Shenan- 
doah Life, characterized the supreme 
court action as ending the matter. 














Railroad Over-Regulation 
Rapped by Parkinson 


Government over-regulation of the 
railroads and usurpation of manage- 
ment functions by federal and state 
commissions have not only damaged 
railroad earnings but are also against 
the public interest, Thomas I. Parkin- 
son, president of Equitable Society, said 
in a message read at the 80th anniver- 
sary dinner of New York Railroad 
Club. 

“Over-regulation has done its great- 
est harm by strait-jacketing rate mak- 
ing and abandonment of unprofitable 
services with the result that earnings 
have been hurt, to the detriment of the 
public because these curtailed earnings 
do not allow the roads to make full use 
of all available technological improve- 
ments,” he said. 

Mr. Parkinson commended the rail- 
roads for their efficiency of service and 
lower costs to shippers, but said that 
“in spite of these substantial improve- 
ments, at no time during the past 25 
years—except for 1942—have Class I 
railroads been able to earn as much 
as 6% on their properties; this during 
years when other industries were 
showing 10%, 12%, 15% and higher 
returns.” 

He ended on a note of confidence in 
the railroads’ future: “That the Equi- 
table Life is most interested in the 
modernization and improvement of the 
railroads is evidenced by the fact that 
of the first 100,000 freight cars put in 
service by the eastern railroads since 
World War II the society financed 
nearly 20,000. That it believes in the 
future of the industry as the indispen- 
sable means to big-volume, low-cost 
transportation is shown by its greatly 
Increased investment in the industry 
in recent years.” 
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A Real Sales-Maker 


The LNL representative recognizes his Company’s Mortgage Redemption Plan as 





a valuable sales-maker. He finds that his prospects like this plan because: 


1. The amount of insurance decreases as the mortgage reduces. 


2. The 











each year. 


3. Substantial permanent insurance 
remains after the mortgage is 
paid. 

This well-tailored Mortgage Re- 

demption Plan provides another rea- 
son for our proud claim that LNL is 


seared to help its field men. 


premium grows smaller 
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LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
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: ank i i departure from the original group term 
B on National Life insurance concept, which was to pro- 
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Recruiting, training, super- 
vision, basis of compensa- 
tion... all are keyed to one 
objective by West Coast 
Life... quality production. 
Only the right kind of Agents 
and Managers, directed 
and inspired by the right 
kind of Company Manage- 


ment can attain this goal. 
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Marks Silver Anniversary 


(CONTINUED FROM PAGE 2) 
wick, N. J., president and vice-presi- 
dent, respectively, of the Master Pro- 
ducer’s club. 

Charles H. Watts of Fort Lauderdale, 
chairman of the board, spoke on the 
rapid and amazing growth of the com- 
pany, attributing it to the leadership 
of Mr. Lounsbury and his associates. 
He introduced Dr. Berthold T. D. 
Schwarz, vice-president and medical 
director, who unveiled a bronze bust 
of Mr. Lounsbury. The bust is the 
work of Archimedes Giacomantonic of 
Jersey City, who is widely known for 
sculptures of President-elect Eisen- 
hower, Jonathan Wainwright, Abra- 
ham Lincoln, Christopher Columbus 
and other famous men. The bust has 
been placed in the lobby of the home 
office at Montclair, N. J. 

A Paul Revere silver bowl inscribed 
with “affection and admiration” was 
presented to Mr. Lounsbury by Col. 
Dallas S. Townsend on behalf of the 
directors and officers. After the 
speeches there was a program of pro- 
fessional entertainment. John W. 
Weber, 2nd vice-president, was in 
charge of arrangements for the dinner. 





Group Formula !s Bared 


at Commissioners Conclave 


CONTINUED FROM PAGE 1) 
Connecticut General, chairman of the 
special L.I.A. committee on group, 
said he was in something of a dilemma, 
since his committee’s report had not 
yet been submitted to the L.I.A. gov- 
erning body. He said, however, he 
could fairly state that “our report is 
sympathetic to the legislative solution 
outlined by Mr. Beers.” 

_ Commissioner Cheek of North Caro- 
lina wanted to know if it is the func- 
tion of a state to tell companies what 
they should try to sell. 

Mr. Beers answered that certain mat- 
ters of public policy are involved. 
From a practical standpoint, group in- 
surance is a vehicle for providing in- 
surance for employes in moderate 
amounts, about equivalent to a year’s 
salary. There are some federal income 
tax regulations that make it very much 
simpler to handle group insurance 
where, as now, it doesn’t need to be 
regarded as income to the employe. If 
it were reportable as income, the paper 
work would probably be more costly 
than the tax, he said. 

_ Mr. Cheek said the fact that a limit 
is being sought was an indication that 
competition is not enough to keep 
practices in line, as companies have 
maintained. He wondered if maybe the 
states should not regulate rates as well 
as amounts. 

@ e e 


Robert Gilmore, Jr., Mutual Benefit 
Life, Bridgeport, Conn., N.A.L.U. sec- 
retary and chairman of its group com- 
mittee, said he felt a very fine case 
could be made to the effect that the 
proposal is in the public interest but 
said that aside from that “we feel we 
must act in the interest of the agent 
and the companies.” He said that while 
the proposed formula is a compromise, 
it is realistic and, was approved unani- 
mously by the N.A.L.U. committee. 
Though N.A.L.U. trustees hadn’t yet 
acted on the report, Mr. Gilmore said 
that if they did they would welcome 
the life committee’s help. 

B. N. Woodson, N.A.L.U. managing 
director, recalled that it was N.A.L.U. 
that took the initiative in seeking the 
limitation on group term and has 
viewed the situation with increasing 
concern. He said more than 15,000 per- 
sons are insured for $25,000 or more 
under group term while a “respectable 
number” are insured for $100,000 and 
some for still larger amounts. He said 
such uses of group term are a far 


vide coverage for the great mass of 
wage-earners. He quoted an acquaint- 
ance as calling it a means of helping 
the “poor, downtrodden, underprivi- 
leged $100,000 a year executive.” 

Mr. Woodson mentioned the threat- 
ened loss of group term’s present tax 
exemption. As for the threat to the 
agency system, he said that what men- 
aces it menaces the public good, for 
the widespread distribution of life in- 
surance is in the interest of the entire 
populace. He said that the more that 
large amounts of group term are of- 
fered to high-salaried executives, the 
greater grows the pressure to form 
synthetic groups. 

“We bespeak your serious consider- 
ation of this question, and urge that 
some reasonable limit is sound mate- 
rial for legislation and in the best in- 
terest of the public and, or, our indus- 
try,” he declared. 


Group “Kick-Backs” 
Get Cal. Scrutiny 


It is understood that “kick-backs” 
under group life and disability insur- 
ance contracts are the target of a spe- 
cial drive of the California department. 

Issuance of a bulletin is expected in 
which Commissioner Maloney will re- 
quire that all monetary considerations 
under such contracts be spelled out. A 
bill now being prepared for submis- 
sion to the legislature would specify 
that the names of persons handling 
payment of insurance premiums ap- 
pear on group policies. 

The California department is not 
taking exception to those _ rebates 
which are legitimately payments to 
group policyholders, or their trustees, 
for the expense connected with payroll 
deductions and other details of admin- 
istering policies. 

Commissioner Maloney, however, 
looks on secret rebates, - those not 
spelled out in policies - as conducive 
to what is commonly termed “kick- 
backs” which influence the placing of 
a policy with a particular broker or 
firm. 

“Insurance people are pretty well 
agreed that there have been abuses 
and collections should be made,” Mr. 
Maloney declared. An_ investigation 
begun about a year ago by the com- 
missioner has indicated that in some 
cases group policyholders or their 
trustees are pocketing as much as 13%, 
whereas insurance men look on rebates 
from 2 to 5% as being proper. 

Result of paying excessive rebates, 
according to some insurance men, has 
ben a “dog-eat-dog” competition 
among companies. Disability has be- 
come an important coverage in Cali- 
fornia, in 10 years the value of policies 
having soared from $30 million to 
nearly $160 million. 


OK Capital Hikes for 
Continental Companies 


Shareholders of Continental Casualty 
and Continental Assurance have ap- 
proved proposals to increase the capital 
of each company. 

Continental Casualty capital goes up 
from $7,500,000 to $10 million. It is ex- 
pected that directors will declare a 
stock dividend of 33%% to effect the 
increase. 

Continental Assurance shareholders 
voted to increase capital from $5 mil- 
lion to $6,500,000. A stock dividend of 
30% is contemplated. Special meetings 
of the boards of directors were sched- 
uled Friday, at which time it was ex- 
pected that dates for payment of the 
stock dividends would be set. 











Lincoln Service Corp., a small-loan 
firm of Washington, D.C., has placed 
with Mutual Life a $1,688,000 subordi- 
nated note at 5%, due in 1962. 
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1952 a Year of Records, 
Shepherd Tells L.I.A. Meet 


(CONTINUED FROM PAGE 2) 
the year-end, Dr. James J. O'Leary, 
the association’s director of investment 
research, stated in his report. The 
figures are based on estimates pre- 
pared jointly by the statistical depart- 
ments of Institute of Life Insurance 
and L.LA.A. 

The biggest single increase for the 
year was in the classification of indus- 
trial and miscellaneous bonds, reflect- 
ing in part the substantial volume of 
funds made available by life com- 
panies for essential defense purposes. 
In the two prior years real estate 
mortgages showed the biggest annual 
gain. 

Dr. O’Leary reported the principal 
changes in combined life insurance 
assets during 1952 as follows: 

Obligations of business and industry 
—up an estimated $3.6 billion to a 
total of $29.6 billion, equivalent to 
40.5% of total assets. 

Real estate mortgages—up approxi- 
mately $2 billion to a total of $21.3 
billion, equal to 29.1% of combined 
assets. 

U. S. and other government securi- 
ties—down $1.2 billion to a total of 
$12.5 billion, equivalent to 17% of all 
life insurance assets. The decline in 
the government division was half that 
of the decrease in the holdings of these 
securities during 1951. 


All other life insurance assets in- 
creased by approximately $500 mil- 
lion during 1952 to an estimated total 
of $9.8 billion at the year-end. These 
assets include holdings of stock, real 
estate, policy loans and premium notes, 
and cash. The increase in combined 
stock holdings was approximately $100 
million during the year. 

Dr. O’Leary estimated the annual 
cash flow which the life companies 
have available for investment at 
about $7 billion a year currently, and 
said it very likely will increase during 
the next few years. He defined this 
cash flow as the net increase in assets, 
bond maturities and mortgage amorti- 
zations—funds, he declared, which are 
almost certain to flow into the life in- 
surance companies’ treasuries as com- 
pared with less certainty regarding 
other additional sources of investible 
funds such as the sale of assets and the 
redemption of securities prior to matu- 
rity. 

Amortization of mortgages alone was 
estimated at close to $1% billion a 
year. Dr. O’Leary added that the adop- 
tion of the principle of regular re- 
payment in industrial bond issues in- 
dicates that an increasing amount of 
money will also flow into the life 
companies’ treasuries from this source. 

Net investment earnings before fed- 
eral income taxes for all U. S. life 
companies in 1952 were estimated in 
the neighborhood of $2.2 billion, an 
increase of about $200 million over 
1951. Commenting on interest rates and 
the large increase in federal income 
taxes in the last few years, Dr. O’- 
Leary said: 


“Important as income taxes have be- 
come, the primary investment problem 
of life companies continues to be the 
low level of long-term interest rates. 
The increase in interest rates since the 
1951 Treasury-Federal Reserve accord 
has been of very modest proportions, 
and the level of interest rates continues 
to be far below the pre-depression 
level. At the 1930 rate of net invest- 
ment return the life companies would 
have earned $1.2 billion more than es- 
timated earnings for 1952. This is 
better than one and a half times the 
amount the Institute of Life Insurance 
estimates all United States life com- 
panies will pay to their policyholders 
in dividends in 1952.” 

With regard to the outlook for 1953, 


Dr. O’Leary commented as follows: 

“An appraisal of the investment out- 
look for 1953 clearly hinges on the 
general business outlook. There has 
been a disconcerting unanimity of 
opinion among economists that the 
second half of 1953 will witness an 
adjustment in the national economy 
which will lead to a moderate down- 
turn in business activity. Lately, how- 
ever, there has been a tendency for the 
forecasters to look with more optimism 
on the business outlook for 1953. 

“Tf a downward adjustment in 1953 
is in store for us, certainly there are 
few major red flags in our national 
business statistics warning of impend- 
ing trouble. On the contrary, many 
important current indexes seem to 
point to continued record business ac- 
tivity in 1953. It is also significant that 
the new administration has pledged 
itself to a continuation of full employ- 
ment. 


“Considering investments in par- 
ticular, the various surveys on busi- 
ness plant and equipment expenditures 
planned for 1953 indicate that these 
expenditures will remain close to the 
level of 1952. It is now generally an- 
ticipated that residential and related 
construction in 1953 will hold up well 
in terms of the 1952 level. There is a 
wide field for financing by state and 
local governments, and there is a 
distinct possibility that 1953 may wit- 
ness attractive issues of longer-term 
federal securities to fund a portion 
of the floating debt. Taking account of 
the various factors outlined above, the 
year 1953 promises to provide ade- 
quate opportunity for the satisfactory 
investment of life insurance savings.” 

Second speaker of the opening ses- 
sion was Mrs. Millicent C. McIntosh, 
president of Barnard College, who 
stressed the importance of life insur- 
ance being planned for husband and 
wife together. 

Marriage is becoming more and 
more a partnership between equals, 
those who are equal in education and 
training, and often equal in economic 
responsibility, she said. While this 
might suggest that life insurance is not 
so necessary as it used to be, Mrs. 
McIntosh said that “actually it seems 
that it is doubly necessary for both the 
man and the woman.” The economic 
problems of the modern family often 
require that both mother and father 
contribute. 

“Equally important is the fact that 
both should feel responsible for in- 
surance,” said Mrs. McIntosh. “Where 
the mother does not work but has in 
her background a college degree and 
some work experience, she needs for 
her husband the kind of insurance 
that will give her time to keep her 
family together in case of his death, 
so that she can wait until later to find 
work that is worthy of her gifts.” 


Most important of all, she added, 
“insurance should be planned for hus- 
band and wife together, taking into 
account the resources of both, consid- 
ering their future as a joint responsi- 
bility. This kind of approach to insur- 
ance will go far in encouraging an 
ideal cooperative relationship between 
husband and wife, which makes for 
the most harmonious and creative kind 
of family living.” 

Tuesday’s session concluded with 
the board of directors meeting followed 
by a reception. 

The Wednesday morning session 
opened with the business session, at 
which the new president and directors 
were elected. There followed the ad- 
dresses of the Managing Director 
Charles J. Zimmerman of L.I.A.M.A., 
and David B. Fluegelman, Northwest- 
ern Mutual, New York City, president 
of National Assn. of Life Underwrit- 
ers, both of which are reported else- 
where in this issue. 

Following the luncheon there were 
talks by Commissioner Martin of 


Louisiana, president of National Assn. 
of Insurance Commissioners, and Dr. 
Norman Vincent Peale, Director of 
Marble Collegiate church, New York 
City, and widely known as an author 
and lecturer, who spoke on “The Tech- 
nique of Successful Living.” 


Copies of the report of E. M. Thore, 
general counsel of L.I.A., on activities 
of the L.I.A. Washington office, were 
distributed at the meeting. It was 
much along the lines of the talk that 
Mr. Thore gave at the recent annual 
meeting of L.I.A.M.A. at Chicago. 
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has become recognized throughout the 
industry as a notably effective visual 
programming service. It has earned the 
Award of Excellence of the Life Adver- 
tisers Association and the praise of 
fieldmen of other companies. More 
important, it has greatly increased the 
average size policy and substantially 
enhanced the personal income of each 
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EQUITABLE LIFE INSURANCE COMPANY 


of IOWA 


Founded in 1867 in Des Moines 





GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 
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gives you more 
sales ammunition 


An effective, 16-page pictorialized 
visual aid for simplified program- 
ming... leads prospects to do their 
own planning because it illustrates a 
short, direct road to financial security. 
Needs and benefits are pictured and 
dramatized for clarity and effect. This 
is one of many selling aids supplied 
by General American Life to give 
“more power to men in the field.” 


eneral American 





GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


























































































































T NORTH 
AMERICAN 
REASSURANCE 
COMPANY 
LIFE 


and 


ACCIDENT & HEALTH 
REINSURANCE EXCLUSIVELY 
® 


| J. HOWARD ODEN, President 











161 EAST 42nd STREET 
NEW YORK 17, N. Y. 























Y 


| 








Tn 




























































































































































































































































































| 








Elect Fitzgerald Chairman 


at Institute Annual Meet 


(CONTINUED FROM PAGE 2) 
film describing the institute’s work. 

Holgar J. Johnson, institute presi- 
dent, made a talk also reported else- 
where. 

There was a panel discussion on 
educators and business men working 
together. Participants included Dr. 
Hamden Forkner, Columbia Univer- 
sity, who acted as moderator, L. J. 
Muzroll, Maine Central Institute, Mrs. 
Henrietta Carpenter, Annapolis (Md.) 
High School, and Prof. Charles M. 
Walden of Emory University. 

Final speaker of the morning was 
Louis B. Seltzer, editor of the Cleve- 
land Press, who said that the results 
of the recent national election have 
magnified rather than lessened the 
public relations responsibility of 
American business, particularly as 
relating to the need of getting over to 
the people the true story of the Amer- 
ican enterprise system and its achieve- 
ments. 

“American business,” he said, “has 
done an astonishingly poor job of sell- 
ing itself to the American people. The 
incredible paradox of American busi- 
ness with its extraordinary arts of 
salesmanship, advertising and promo- 
tion failing to get across to the people 
what is basic in the commercial system 
for which the nation has achieved its 
unprecedented prosperity, is, I believe, 
the greatest single indictment of our 
whole private economic pattern.” 


Mr. Seltzer said that some progress 
has been made in recent years. The 
American press, he said, is eager to 
help tell the story of American busi- 
ness to the American people but too 
often the doors are closed against the 
press. He said that too often business 
men in critical situations laconically 
toss off a “No comment” while another 
side is fully stating its position and 
thus exploiting the inarticulate or un- 
willing attitude of business. 

“The critics of business, generally 
speaking, are both loquacious and 
loose,” he said. “They seize every op- 
portunity to talk. Business, by the re- 
verse measure, seems to seize every op- 
portunity to retreat into its protective, 
and I believe, misguided silence. 
Business men should learn to trust the 
press and the press should learn to 
trust business.” 

The luncheon speaker was Paul G. 
Hoffman, president and director of the 
Ford foundation, whose subject was 
“Business Cooperation in a Competi- 
tive Economy.” 


The meeting concluded with a busi- 
ness session and election of board 
members, following which the new 
board met to elect the chairman and 
other officers. 


N.A.LC. to Study Surplus 
of Blue Cross Plans 


A study of the surplus or contingency 
reserve position of Blue Cross plans is 
to be undertaken by an N.A.I.C. sub- 
committee headed by Charles C. Dub- 
uar of the New York department as a 
result of action taken at New York this 
week. The N.A.LC. position officially 
is that a plan should have a contingency 
reserve equal to at least three months 
losses, but many of the plans especially 
in the middlewest and west fall short 
of this, some having such a reserve 
equal only to about three weeks losses. 
The plans in the east generally are 
better fortified. There was circulated a 
study showing the ratio of contingency 
reserves of the various plans to annual 
losses. In the strongest position were 
such plans as Baltimore with a ratio 
of 53.5 and New York with 50. At the 
other end of the. scale were Tulsa, 5.2; 
Los Angeles, 6.3, Chicago, 6.7. 


Terms Major Medical _ 
Hottest of All Covers 


NEW YORK—With a_ working 
knowledge of major medical insurance, 
the hottest field in insurance today, 
almost anyone can gain entree to an 
employer’s office by offering to discuss 
it with him, Edmund B. Whittaker, 
vice-president of Prudential, told mem- 
bers of the New York City Young 
Men’s Board of Trade at their insur. 
ance luncheon. 

Mr. Whittaker said it is the livest 
topic now because for those earning 
over $5,000 annually there is no really 
adequate medical expense insurance. 
They also lack insurance to cover such 
things as medical expenses incurred 
when a child has rheumatic fever, 
when home care rather than hospital] 
care is the method of treatment. Under 
the latter, while the person may carry 
hospital and surgical insurance, it wil] 
not cover the expenses. 





Loyal Protective Changes 
Non-Can Rates, Benefits 


Loyal Protective Life has reduced 
rates on all of its non-cancellable A. & 
H. plans at most ages and has added 
several new supplementary coverages 
and a number of underwriting liberal- 
izations. 

On all policies, except the family 
hospital policy, rates have been re- 
duced at all ages through 50. Above 
age 50 there are slight increases. A 
$400 maximum reimbursement sur- 
gical schedule has been adopted to sup- 
plement the previous $200 and $300 
maximum schedules. 

The blanket accident and medical 
expense rider has been adopted for 
use with the family hospital policy. 
A new rider will make a regular policy 
non-occupational at a reduced premi- 
um. Full aviation coverage is now 
available with any policy at additional 
cost. The maximum limit of indemnity 
on any one individual has been in- 
creased to $400 a month in certain oc- 
cupations. Non-medical has been >x- 
tended to include policies providing 
sickness benefits for as long as 10 
years. There has been a general liber- 
alization with regard to female risks, 
including higher limits and the avail- 
ability of protection for employed 
married women. 





American Service Bureau 
Holds Annual Meeting 


Branch managers representing the 
entire operating territory of the Amer- 
ican Service Bureau gathered in Chi- 
cago for a two-day meeting, which is 
a regular annual affair. President Lee 
N. Parker and Vice-President R. R. 
MacKenzie presided at the sessions. 
Staff members of the American Life 
Convention and A. S. B. joined at lunch 
on the first day. 





Opens Dallas Loan Office 


Northwestern Mutual Life is estab- 
lishing a loan office at Dallas to be 
headed by Robert R. Barrows, with the 
company since 1948. 

A naval veteran, Mr. Barrows was 
in the home office mortgage loan de- 
partment before being transferred in 
1950 as assistant loan agent at Phila- 
delphia. 


Adds Brown at Tulsa 


Old Republic Credit Life has added 
Joseph H. Brown to the south central 
regional executive staff and has moved 
its office to new and larger quarters at 
1101 American Airlines building, Tulsa. 

For six years Mr. Brown has been 
with several financial institutions in a 
managerial capacity. He is an air force 
veteran. 
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‘Sales Ideas That Work 





McCann Plays Down Death Hazard to Get 
Prospects off Term-Insurance Track 


NEW YORK—Playing down the 
death hazard may sound like a strange 
way to sell life insurance but James J. 
McCann, Jr., of the Evans agency of 
Home Life in New York City uses it 
effectively to sell permanent life in- 
surance to prospects who have been be- 
guiled by the apparently cheap price- 
tag on term insurance. . 

Mr. McCann explained his methods 
at the meeting of the Bronx branch of 
the New York City Life Underwriters 
Assn. There was particular interest in 
his talk because of the nearly 300% 
rise in term insurance sales in the last 
eight years and the fact that Mr. Mc- 
Cann’s 11-month production figure of 
more than $900,000 contains less than 
$100,000 in term or family income. 

His technique is to explain to the 
policyholder that according to the an- 
nuity tables a man age 36 has a better 
than three out of four chance of being 
alive at age 60 and that this is the 
reason that term insurance is so cheap 
—there’s less than one chance in four 








- Fidelity Ne 
Scores 
High 
Where It 
Counts 
Most 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office - Fulton, Illinois 
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The Whole Family 


Unity agents are equipped 
to serve every need for per- 


sonal insurance. Juvenile 
policies our specialty. 
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L. J. BAYLEY 
Secretary 


E. R. DEMING 
President 


HOME OFFICE — SYRACUSE, N. Y. 





that the company will have to pay off. 
He stresses the likelihood of living and 
the consequent need of insurance that 
will be paid up by the time the pros- 
pect retires, or retirement insurance if 
the buyer is in a position to pay for it. 

If the prospect is an employe usually 
the first objection is that his pension 
plan will take care of his retirement 
needs. 

“Will it?” Mr. McCann asks him. 

“It’s sure, isn’t it?” the prospect asks, 
beginning to wonder. 

“Yes, if you stay with this concern 
and keep your health,” Mr. McCann re- 
sponds, and then goes on to stress the 
possibility of the man’s going into 
business for himself, shifting to an- 
other employer or being ill for a long 
time. 

Mr. McCann is strongly against get- 
ting a man to load up with high-pre- 
mium insurance or even ordinary life 
at the expense of adequate death 
protection. He may recommend ordi- 
nary life with a family maintenance 
rider that provides level term protec- 
tion. But when he sells this arrange- 
ment he systematically follows up to 
make sure that the buyer converts the 
term portion to permanent coverage as 
soon as he can afford to. 

He emphasizes that the client should 
be building a permanent plan of insur- 
ance as rapidly as he can—a plan that 
not even illness can take away from 
him, so long as he has waiver of pre- 
mium protection. 

When a prospect has a pretty gen- 
erous pension plan and his age and 
general situation are such that it seems 
unlikely he will be making a shift in 
employers, he may object to buying 
permanent life insurance on the ground 
that he can elect a joint and survivor 
pension basis that will give his wife 
half or two-thirds of the pension he 
would otherwise get. 

Mr. McCann then points out that if 
the pension is set up to give his widow 
half his retirement allowance after he 
dies it will reduce his pension by about 
25% while if she is to get two-thirds 
of his allowance it will mean a 35 to 
40% cut in his pension. Mr. McCann 
asks his prospect if it wouldn’t be bet- 
ter to sacrifice a little now so as to be 
able to enjoy the full pension by hav- 
ing a program of paid-up life insur- 
ance to take care of protecting his wife. 








Agency Operations Studied 


at Old Line Conference 


Various aspects of general agency 
operation were discussed by midwest 
general agents and company officials 
of Old Line Life at a two-day confer- 
ence at Milwaukee. Paul A. Parker, 
agency director, was chairman. 


Matters pertaining to the various 
divisions of the company and plans for 
advertising and sales promotion during 
the coming year were covered in talks 
by Warren J. Moore, vice-president; 
Richard E. Imig, agency vice-president; 
F. S. Talbot, educational director, and 
Clyde A. Parnell, publicity director. 

A symposium on recruiting and in- 
ducting new agents, developing a blue 
print for an aptitude index, the train- 
ing program and a career plan for 
agents, was conducted by Mr. Imig. 
General agents taking part were J. P. 
Betker, Madison; Royal E. Meyer, Man- 
itowoc; Grant J. Nault, Appleton, and 
Sy Manix, Eau Claire. 

H. R. Buckman, Milwaukee general 
agent, was moderator of a round table 
considering the general agent’s prob- 
lems and another forum of company 


officials and general agents took up 
other matters of mutual interest to 
home office and general agency. 


Actuaries Open N. Y. Office 


Bowles, Andrews & Towne, actuaries 
and employe benefit consultants, have 
opened a New York City office at 70 
Wall street. The firm was organized at 
Richmond, Va., in 1948 and in 1949, 
opened an office at Atlanta. George B. 
Carlson is in charge of the New York 
office. 





Ries Colorado Deputy 


Henry F. Ries, principal actuary, has 
been appointed deputy commissioner in 
the Colorado department. He is a grad- 
uate of University of Michigan and a 
veteran of the last war. 


TO SPREAD CHRISTMAS CHEER 

Nearly all of the home office depart- 
ments of Occidental Life of California 
have voted to forego the usual office 
parties in favor of lending aid to needy 
families, collecting of toys for chil- 
dren’s institutions, and shipping of 
gifts to servicemen overseas. 


Allenbaugh T. H. Deputy 


Carl J. Allenbaugh, who was just 
recently named to the civil service — 
post of deputy insurance commissioner 
of Hawaii, attended the N.A.I.C. con- 
vention at New York. He had been 
with Prudential many years. 








Lloyd G. Posey has been appointed 
southeast Texas manager for South 
Coast Life. He will be in charge of 
agency operations in Beaumont, Port 
Arthur, Orange, Liberty, Dayton and 
Jasper. 















“The Rock” — builder of 
teams, perfecting the for- 
ward pass, backfield shift 
and hard tackling. In 13 
years of coaching his 
teams won 105 games, lost 
12 and tied 5. An enviable 
record for this champion. 








Symbol of Strength and Growth. Scoring strongly in the in- 


surance field, this young company has set two winning records 
with $500,000,000 in 20 years and $877,000,000. in force in 
25 years. Both records untied and unbeaten. An enviable 


record for this champion. \ 
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Woodmen Have Met the Challenge 


In 44 states, Woodmen have met the challenge of President Farrar 
Newberry’s January “Blueprint for 1952”. They have— 

— increased local camp meeting attendance 

— maintained Woodmen War Memorial Hospital’s high efficiency 
— promoted Americanism by more gifts of flags, history awards, 


— sponsored and assisted more civic service projects 
— given greater emphasis to Boys of Woodcraft and B.O.W. 


— greatly increased the society’s insurance in force 


WOODMEN OF THE WORLD 


LIFE INSURANCE SOCIETY 
Omaha, Nebraska 
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congress of Indiana Assn. of Life Life, including service as life insurance 1 
Aspects of Health Care ee ee ee Weigh New Bond Tests 


Treated at N.A.I.C. Meet 


(CONTINUED FROM PAGE 5) 

with 4.2% in 1935-39. The physicians’ 
percentage has gone down while that 
of the hospitals has gone up. In a 1949 
study it was shown that the income of 
doctors had gone up to 108% which 
was exactly the amount of increase of 
his patient’s income. The improve- 
ment in the doctors’ income is due 
solely to the volume of his practice. 

Dr. Heyd made a plea against ever 
introducing a regulated fee schedule 
for doctors. He said the price of that 
would be a diminution of service. The 
doctors are able to serve at a lower 
per unit cost today because of urban 
concentration, improved transportation, 
increase in population, improvement 
in medical and surgical procedure and 
development accessories. 





Ind. Caravan Slates Ernst 


Carl Ernst, manager of North Ameri- 
can Life & Casualty at Minneapolis, 
immediate past president of Interna- 
tional Assn. of A. & H. Underwriters 
and a member of the N.A.L.U. com- 
mittee on A. & H., will be one of four 
featured speakers on the caravan sales 





Underwriters. 

Mr. Ernst’s appearance will mark the 
first time the Indiana caravan has ever 
featured a speaker on A. & H. The 
caravan will put on all-day sessions 
at Evansville March 26, Indianapolis 
March 27, and Fort Wayne March 28. 


Sherwood Succeeds Wray 
at Norfolk for Life of Va. 


Burton T. Sherwood, formerly di- 
rector of pensions 
of National Life of 
Vermont, has been 
named manager of 
the Norfolk ordi- 
nary agency of Life 
of Virginia. He 
succeeds George 
W. Wray, who is 
continuing with 
the company as a 
special representa- 
tive. 

Mr. Sherwood 
joined National 
Life at the home 
office in 1946, after 
nine years as an agent for Penn Mutual 


Burton T. Sherwood 


hundred employes of New York Tele- 
phone Co. He is a C.L.U. and a gradu- 
ate of the L.I.A.M.A. school. 





Direct Placement Study 


by House Recommended 


WASHINGTON Recommending 
that a House committee continue study 
of direct placements of securities the 
so-called Heller sub-committee has 
submitted a report on its investigation 
of securities and exchange committee 
activities. It also recommended that the 
SEC make a fact-finding study of the 
subject of direct placements. 

The Heller committee released print- 
ed transcript of its hearing last spring 
on direct placement problems. A num- 
ber of insurance executives testified on 
that occassion in opposition to requir- 
ing SEC registration of direct place- 
ments. 


Frederick Gets Pru Troy Post 


Prudential has appointed Donald A. 
Frederick district manager at Troy, 
N. Y., succeeding R. P. Murray, who 
retires after four years with the com- 
pany. 
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WHEN YOU HAVE 
MORE TO OFFER! 


Déscover, for yourself, the many extra benefits 
offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 
satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 


Address the Field Dept. 
for complete information. 


MACCABEES 


Geant” LEGAL RESERVE INSURANCE 









MICHIGAN @Sakke.- pe YF 

















of these benefits have been 
standing, in view of the rising polio 
tion Plus. 


$250 if the attack results in crippling after- 
effects or death. Modern Woodmen is 
pledged to keeping its services “in tune 
with tomorrow,” abreast of its mem- 
bers’ varied insurance needs. 


HOME OFFICE 


ROCK ISLAND, ILLINOIS 





a TT ae 
To thousands of members, Modern Woodmen of 
e America stands as a symbol of integrity and service. 

Throughout its seventy-year history, Modern Wood- 

men has provided, in addition to modern life insur- 
ance protection, many “extra” benefits at no additional cost. 
“in tune with the times.” 


This gives Modern Woodmen Bene- 
ficial members immediate payment of $250 if 
polio strikes; an additional payment of 








All 
Especially out- 
incidence, is the Polio-Protec- 





MODERN 
WOODMEN 
OF AMERICA 





| 


| 
| 
| 
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¢) *FACTS TO | 
REMEMBER ABOUT | 
MODERN WOODMEN 


Modern Woodmen has a seventy-year record 


of faithful service to insureds and bene- 
ficiaries. 

2 More than $768,000,000 has been paid in 
benefits. 

3 Our record of prompt payment is un- 
surpassed. 

4 Assets exceed $170,000,000 in a strong in- 


vestment portfolio. 


Twenty-five Modern Woodmen certificate 
aoawe are issued . . . we insure every mem- 
ber of the family from birth to age 60. 


6 Those insured in Modern Woodmen 
matically receive THE POLIO-PROTECTION 
at no extra cost. 
(ATTRACTIVE CONTRACTS AND CHOICE 
TERRITORY FOR AGENTS) 





In Securities Valuation 


(CONTINUD FROM PAGE 4) 
before any definite action is takep, 
Mr. Hagerty indicated there may hy 
other companies supporting Metro. 
politan’s position. 

Earlier Mr. Hagerty had written the 
subcommittee that the fundamenta 
defect in the proposals before it lies jp 
the assumption that two entirely arbj. 
trary tests can provide a base of valy. 
ation of securities of all kinds ang 
classes. 

The sole function of valuation is ty 
determine an existing state of fact 
that is, the degree of solvency. Ulti. 
mate losses in any business are pro. 
vided for by reserves and surplus 
Valuation should test the adequacy of 
reserves and surplus to meet losses 
prospectively to be realized. No such 
prospective loss needs to. be provided 
for twice, once by write down and 
once by reserve. Prospective losses are 
not determinable by the proposed 
formulas. The proposals are unwork. 
able and ineffective. 





New Rules in Texas 


for Credit Insurance 


The Texas board of commissioners 
has adopted a new set of rules govern. 
ing credit eaten that will be effec. 
tive Jan. 

The - 5 are that premiums 
shall be filed and approved by the 
board, with a maximum premium set- 
up. The maximum rate for level life 
insurance is $2 a year per $100 of in- 
surance regardless of the age of the 
insured. If the policy covers more or 
less than a year, the premium is cor- 
respondingly increased or reduced pro- 
vided that a minimum of $1 be col- 
lected on policies of $100 or under. 





Hershey Suit Dismissed 


A suit contesting the 1951 election 
of Harry B. Hershey, former director 
of insurance for Illinois, to the Illinois 
supreme court has been formally dis- 
missed by Judge Quinter Spivey in 
Madison county circuit court. 

Returns from the 21 counties of the 
second supreme court district were in- 
volved in the suit, ballots from 10 of 
the counties having been recounted 
without appreciable change from an 
official canvass. 

The suit was filed in July, 1951, by 
| the Madison county Republican chair- 
| man and two precinct workers in sup- 
| port of their candidate defeated by 
Mr. Hershey 
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CHRISTMAS IS 
? FOR GROWN 
. FOLKS T00! 


The a to whom you 
bring security and freedom 
from financial care through 
Pacific National investment 
insurance, know well that 
“Christmas is for grown 
folks too.” . . . The per- 
37 sonal satisfaction and the 
fj increased premium income 
4 you get make Christmas 
4 Merrier for you also! Write 
7 Kenneth W. Cring, Vice & 
Pres. and Supt. of Agen- 
cies, about the outstanding 
general agency openings 
available with .. . 


\, PACIFIC NATIONAL | 
LIFE ASSURANCE CO.. 


Salt Lake City, Utah 
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SIMPLER A. & H. FORMS SHOULD 
EASE MANY DIFFICULTIES 


By Dr. Joseph Altman, 
Collaboration by 
Carl D. Jones 


Over the years I have reviewed 
claims for various companies and had 
the opportunity to evaluate many 
thousands of claims and claim forms. 
There have been numerous complaints 
from insured, doctors and hospitals 
concerning the length and complexity 
of these forms. The hospitals and the 
doctors were doing most of the com- 
plaining. Considering these complaints 
carefully I felt that in many instances 
there was some justification. 

In numerous instances doctors and 
hospitals refused to fill out complex 
forms and contended that they were 
too long and contained many questions 
irrelevant to the claim. Doctors and 
hospitals furnished their own state- 
ments which gave insufficient informa- 
ion. 

"ihe a complete study I felt that 
the companies are primarily interested 


WANT ADS 


13 per inch per insertion—I inch mini- 
png eae) words per inch. Deadfine Tues- 
day morning in Chicago office—I75 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 

THE NATIONAL UNDERWRITER 

Life Insurance Edition 














Progressive Insurance Company writing 
all modern up to date forms of Life, 
Annuity, Health, Accident and Sub- 
standard Insurance. Interested negotiat- 
ing for manager of any State, Territory 
or Nation that we are not operating in 
at present. Will give financial assistance 
for developing territory. Write or wire 
A. M. Miller, President. 


North America Insurance Company 
1800 Block Southmore Boulevard 
Cable Address: NAMCO 
Houston 4, Texas 








HOME OFFICE AGENCY MAN 


Fine opportunity for right man who has dem- 
onstrated ability to recruit and train able men 
for an aggressive agency force. This is a perm- 
anent position for one who is interested in 
developing and growing with a young middle 
west company writing both life and health and 
accident and which has already $25,000,000 
in force. Company will offer full cooperation 
to man finally selected who must have broad 
appreciation of both Home Office and Agency 
point of view. Communicate with Box P-27, 
The National Underwriter Company, 175 W. 
Jackson Blvd., Chicago 4, Hlinois, stating qual- 
ifications and salary expected. 








ACTUARY WANTED 


Established legal reserve life and acci- 
dent & health company, moderate size, 
located adjacent to New York City, seek- 
ing man having practical company ex- 
perience with some em, is on accident 
and health. Not necessarily a Fellow of 
the Society. Good future. Write stating 
qualifications, etc. Replies held in con- 

dence. Address P-33, The National Un- 
derwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








AVAILABLE 


Agency Supervisor — A&H — married — 
age 32—6 years field experience. Present- 
ly emuployed — Will relocate. Address 

-30, The National Underwriter, 175 W. 





Jackson Blvd., Chicago 4, Il. 











in certain aspects of insured’s condi- 
tion, e.g. the most important, past med- 
ical and surgical illnesses, that might 
have affected the underwriting, or 
caused the condition for which a cur- 
rent claim is made, or a factor in pro- 
longing the disability of the current 
claim, or there may have been an ag- 
gravation of an old condition. 

The hospitals contended that because 
of the length and complex nature of 
the forms they have been requested to 
complete they lose money and cannot 
afford to allot the time for trained rec- 
ord clerks to fill out the forms, even 
though fees are allowed. I realize, as 
does the business, that simpler, less 
complex and standardized forms are es- 
sential to satisfy all concerned and yet 
give complete information and hasten 
the processing of claims. Accordingly 
various forms and methods were tried. 
I have concluded that smaller forms, 
simpler procedure and fewer questions 
could produce better results, with the 
company receiving sufficient pertinent 
information to process A. & H. claims 
from their inception to completion and 
disposal. 


In drafting these forms I have in- 
troduced the code of American Medical 
Assn. (code numbers used are from 
Standard Nomenclature for Diseases 
and Operations) as a method of giving 
the case, past and present diagnosis, in 
a few numbers. This allows the com- 
panies to create statistical and actuar- 
ial records from the code numbers 
which can be tabulated on IBM ma- 
chines. 

With these simplified forms the com- 
panies can have punched in IBM cards 
the following statistical information 
and records for future reference: profit 
or loss ratios, nationwide or state by 
state, or loss ratios from individual 
diseases or injuries plus the number of 
days of disability for individual dis- 
eases or injuries, code numbers for 
riders on a policy, past medical and 
surgical history, present diagnosis, 
amount paid on claim, whether claim 
was for accident, health, medical or 
surgical expense, or hospitalization. 
All of this on one small IBM card, as 
illustrated. 

As far as I know all this statistical 
information has never been kept and is 
not available. This can eventually 
lead to information that might allow 
closer rating of A. & H. premiums. 


I am presenting eight forms to be 
used at various phases of claim pro- 
cedure. They were formulated with 
the collaboration of Mr. Jones and have 
been designated as A. & H. simplified 
accident and health claim forms. These 
forms are of convenient size, already 
addressed and fit into a standard $10 
open window envelope. The forms are 
so simple, they can be quickly filled 
out, completely eliminating doctor and 
hospital objections, especially as to 
time and complexity of the forms. 

These forms are designated as AJ100, 
AJ101, etc. and constitute preliminary 
statement of claim, accident; prelim- 
inary statement of claim, sickness; 
medical form attending physician re- 
port; resume of hospital record; for 
hospital, medical, surgical expense; 
monthly medical report; final claim 
statement, accident, and final claim 
statement, sickness. The reverse side 
of all forms is for mailing. The ad- 
dress of the company is printed in the 
designated space. 

The preliminary forms were de- 
signed so they might be sent with the 
policy when issued, eliminating any 


-chance of insured stating he or she 


never received forms to report an ac- 
cident or sickness. A short statement 
can be typed on the policy, “prelim- 


inary statement forms included.” When 
any of these are received as notice of 
claim, they would provide sufficient in- 
formation to inform a company what 
kind of claim they are dealing with 
and in many cases the notice and in- 
formation on these forms would be 
sufficient to pay the claim. These forms 
are simple, will allow better service, 
quick payment on small claims and 
sufficient early information on more 
serious claims. 





Dr. Altman, medical director of 
Companion Life, is the author of 
“Underwriter’s Medical Guide | for 
A.&S. Insurance,” published by the 
National Underwriter Co. Mr. Jones 
for many years has been in charge of 
claims for Commercial Travelers of 
Utica, in New York City. He has been 
with that company for 40 years. 





The attending physician and hospital 
resume forms respectively (AJ102 and 
103) are so simple that they can be 
quickly filled out completely, thus 
eliminating doctors’ and hospital ob- 
jections as to the time required to fill 
out the forms and they simplify the 
work for all concerned. The physicians 
and hospital forms are formulated by 
a doctor with years of experience in 
private and hospital practice, insurance 
claims, underwriting and executive ex- 
perience who knows what the doctor, 
hospital and insurance companies want. 
These forms obtain more pertinent in- 
formation than many long forms. 


On these two forms I have enumer- 
ated conditions of vital organs which 
often complicates a claim and its dis- 
ability and which are important to the 
underwriting status of a case. By 
enumerating these conditions, all that 
is necessary for the physician or record 
librarian to do is to enter a check mark 
in the space allotted and, where they 
have them, give the code number in the 
space provided instead of writing in 
the information. 


The code numbers are from the 
Standard Nomenclature for Diseases 
and Operations, which is used for mor- 
bidity records and give a world of in- 
formation in a few numbers when 
these numbers are properly interpret- 
ed. Instead of writing a full diagnosis 
the code numbers provide the answer. 
These numbers have also been used 
and can be obtained from Altman’s 
Underwriter’s Medical Guide for Ac- 
cident and Sickness Insurance, pub- 
lished by the National Underwriter Co., 
Cincinnati, Ohio. For mortality rec- 
ords, city, state and federal, authori- 
ties usually use the international code. 
Thus the coding simplifies the work for 
all concerned, especially for those deal- 
ing with statistical records. 

The doctors certainly should not ob- 
ject to filling out a small form 3%”x 
9%,” with just a few questions which 
require a few minutes time and that is 
all that is necessary. The form is al- 
ready self-addressed and an open win- 
dow envelope is supplied. The hospital 
resume from AJ103 can be mailed to 
the hospital with an authorization and 
fee and by its simplicity, it speeds com- 
pletion and return. If code numbers are 
used on this form the whole diagnosis, 
both past and present can be conveyed 
in a few numbers. 


Many forms for physicians and hos- 
pitals in the past have required or re- 
quested a report on the physical ex- 
amination. I feel that if this is re- 
quired the company should get it 
through its own examiner. From many 
years of experience I believe that suf- 
ficient information is obtained on 
Forms AJ102 and 103 to give the claim 
and medical departments sufficient per- 
tinent information, past and present, to 
evaluate the past ry or current 
claim and provide an.evaluation of the 
future risk of insured. ; 

If on its return, the hospital resume 
form indicates that further information 
is necessary, you are probably dealing 













FREE BOOKLET 
"Courtesy Pays Off”? 
Write today — use 
business letterhead, 





The Pay-off of COURTESY 
is greatest on.... 


WATERMARKED 


by 
Fox RiVer 


*Cotton-fiber makes the finest BUSINESS, 
SOCIAL, AND ADVERTISING PAPERS 
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I appreciate, please, thank you! Grade 
school words, all of them, but powerful 
friends of the man who writes money- 
making mail! 

Read free booklet, “Courtesy Pays 
Off!”... FOX RIVER PAPER'S latest contri- 
bution to better business letters. Author- 
ed by Dr. Robert R. Aurner, University 
of Wisconsin professor of business 
administration for 18 years, now director 
of FOX RIVER Better Letters Division. 

Your effort to write productive mail 
—to select exactly the right word—is one 
of the reasons every letter costs more 
than $1. Protect this investment with 
letterheads and matching envelopes of 
cotton - fiber paper by FOX RIVER. Ask 
your printer for quotation today. 

FOX RIVER PAPER CORPORATION 
3030 S. Appleton St., Appleton, Wis. 
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LIFE INSURANCE 
RENEWAL 
COMMISSION LOANS 
At Low Bank Interest Rate 
For full details write us stating num- 
ber of years renewals are vested 

and date of contract. 
John H. Weber, President 


Renewal Guaranty Corporation 
617 U. S$. National Bank Building 
Denver 2, Colerade 
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with a complicated case. A physician 
can be sent to the hospital to review 
the records and obtain a copy of as 


||| actuaries ||| 
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CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
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Certified Public Accountants 
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INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
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NEW YORK 


much of the record as is pertinent. 
However, if an investigator or clerk is 
sent to copy the record, he should 
copy the whole of it and not use his 
discretion as to what is and what is 
not important. Only a doctor can pick 
out the important and unimportant 
portions of a hospital record. 

Such detailed information is neces- 
sary in such a minor percentage of 
eases that it is not fair to require the 
hospitals to make out long and complex 
forms in every case. Certainly form 
AJ103 will require less time and prob- 
ably cost less for completion. At the 
same time on AJ103 I have tried to re- 
lieve insured from submitting receipted 
bills and have included space for the 
hospital charges. This official informa- 
tion on charges comes direct from 
their source and is sufficient to pay on 
hospital expense. 

On AJ102 and 103 I have designated 
the conditions and diseases which I 
feel are important, especially as to 
whether there has or will be a recur- 
rence or aggravation of a preexisting 
condition. It is so simple that a check 
mark will so indicate. The laboratory 


studies have been handled in the same 
way and room is left on the hospital 
resume form to indicate which studies 
are abnormal. 

Form AJ104 for hospital, medical 
and surgical expense has been so sim- 
plified that only a few questions and 
an itemized expense appears on the 
form. The other forms, AJ105, AJ106A 
and AJ106B respectively, are monthly 
progress forms and final claim state- 
ments for accident or sickness and are 
so simple that they can be filled out 
with no study or explanation by the 
individual completing them. 


I feel that I am justified in calling 
these forms simplified when compar- 
ing them with all forms used by most 
companies heretofore. I believe that 
all concerned will be willing and happy 
to cooperate in filling them out. Ad- 
porerd National Underwriter for further 

etails. 





Pacific Mutual Life has appointed 
Herbert L. Sutton manager of the policy 
issue department. 


Md. Rule on Cash Semendeal 


Payment of cash surrender values on 
certain industrial life policies issued 
before 1938 has been named under a 
ruling of Assistant Atty. Gen. Thomas 
of Maryland. 

The opinion, issued at the request 
of the Maryland department, said that 
in case of default after a policy has 
been in force for a certain number 
of years, the policyholder, under the 
terms of the policy, was entitled only 
to a certain amount of paid-up insur- 
ance. Some companies had been leay- 
ing it up to the agent’s discretion as 
to whether a policyholder would re. 
ceive the paid-up insurance or the un- 
specified cash surrender value. 





Johnson Heads Veterans’ Club 

Loyal Service Club, an organization 
of 25-year employes of Lincoln Na- 
tional Life, elected Martin D. Johnson 
president; Lewis H. Mathews, vice- 
president, and Winifred Beeth, secre- 
tary-treasurer, at the annual banquet 
for 90 members. 





NAME OF COMPANY: 
RESUME OF HOSPITAL RECORD: 


Address: 


(return in enclosed envelope) 


Age or date of birth 





Name and address of patient: 


2) | eee nee ee Policy NO.2..csscssncersensereeenninn 








Date of discharge: 





Date of admission: 

































































Past Medical History: High blood pressure (] Arteriosclerosis [_] Heart disease [_] Hernia [] Stomach trouble or ulcer [] 
Liver disease [] Diabetes [_] Kidney disease [_] Tuberculosis [] Impaired circulation [) Osteomyelitis 1] 
Date of impairment: Code # 
Past Surgical History: Operation Code # 
Present Diag Code # 
Oper ti Code # 
Laboratory Studies: Urine (_] Blood Chemistry [) Blood sugar () Spinal fluid [) X-rays [) Wasserman or other 
serology [_] Electrocardiograms [_] Pathological reports (] Days in hospital . . . . Charg 
Abnormal laboratory reports: Surgical fee . Charg 
Medical fee . Charg 
Operating room Charg 
Anaesthesia . Charg 
X-rays . : Charg 
Fee for record Laboratory fees Charges. 
Nurses Char. 
Joseph Altman, M.D. 
Prrorm A) 103" Signed: Total . 
MEDICAL FORM FOR ATTENDING PHYSICIAN 
NAME OF COMPANY Date: 
Policy No.: 


Address 


Age or date of birth 





Name and address of patient: 





























Consulting Actuaries 
Auditors and Accountants 
Wolfe, Corcoran & Linder 


110 John Street, New York, N. Y. 











PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 














VIRGINIA & GEORGIA 
BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 


RICHMOND @ ATLANTA 
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Past Medical History: Arteriosclerosis [_] High blood pressure [] Heart disease (_] Hernia [] Diabetes [1] Stomach 
trouble or ulcer [] Liver disease [] Kidney disease [] Tuberculosis (] Osteomyelitis [] Impaired circulation [] 
Varisoce veins [(] Date of impairment Code # 
Past Surgical History: Operations Code # 
Chief complaints and present diag 
Code # 

If surgery, give operation: Code # 
Pathological report: 

to Not confined, from to 


Totally disabled and confined, from 





On what date was the patient able to resume any work: 
If so, name of company: 


in this case: 








Have you executed any form for any other company 








If referred to you by another physician, give name and address: 
Has this patient ever been treated by you before and for what: 
Was there any disability at the time of discharge: 








M.D. Address 








i d 
Joseph Altman, M.D. Signe 
Printed in U.S.A. 
Form AJ 102 


Copyright applied for on these forms. 
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The above shows only the headings for the IBM card. Headings to extreme right are Accident Health, Surgical, Med- 


ical, Hospital, Days Disabled. 
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“She says a fortune will be waiting for you... 


“the voice is faint—but the message is clear. 
Your mother’s sister hid a fortune in Hong Kong!” 
That would be Aunt Bessie. She’s still on the farm 
in Bell County trying to build up Aer fortune with the 
egg money from a few fusty hens. Aunt Bessie wouldn't 
know Hong Kong from Hoboken! Some predicting. 


Plain fact, as every life insurance agent knows is that 
you can’t predict the future. The Union Central agent 
also knows that you can prepare for the future on the 
basis of what happens to most people and still 
take care of the exceptions. 


Certainly the best preparation is life insur- 


THE UNION CENTRAL «ify 





ance—Union Central life insurance with its policies and 
combinations of policies to meet every life insurance 
need from birth to age 70. 


And the Union Central agent is also an up-to-the- 
minute insurance man. The best policy of twenty years 
ago isn’t necessarily the best policy today. Times 
change. The needs of people change. An alert, coop- 
erative Home Office keeps all Union Central agents 
fully informed, helps them with the proper sales tools 
to make Union Central life insurance serve people 

best in terms of today’s needs—projected rea- 

sonably and logically into the future. 


LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 





“It’s like having 
the Liberty Bell 


in our living room.” 
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You can’t have the Liberty Bell in your living room 


—but you can bring into your home the freedom, 


security and independence for which it stands. 


Perhaps you don’t realize that personal freedom from worry . . . security without 
dependence on family or government . . . financial independence of your own 
making... all may be yours through life insurance. 

You can prove it easily by sitting down and talking with a Penn Mutual 
underwriter. Chances are you'll be surprised at the variety and flexibility of 
Penn Mutual policies. 

Our mortgage protection policy is one example. Should anything happen to 
you before your home is “‘clear’’, this low-cost policy pays off the mortgage . . 
assures your family a comfortable, friendly place to live. 

The Penn Mutual underwriter will show you how to provide for your retire- 
ment . . . get maximum immediate protection at low cost .. . meet other problems 
affecting your financial independence. And he’ll work out a practical, within- 
your-means program to meet your specific needs. 

After you’ve talked to him, you'll understand what we mean when we say 
“back of your independence stands The Penn Mutual.” 





THE PENN MUTUAL Lire INSURANCE COMPANY + INDEPENDENCE SQUARE, PHILADELPHIA 





This is a reproduction of one of Penn Mutual’s 


national advertisements. Penn Mutual Business 1s 


Sold Only by Penn Mutual Career Underwriters. 








